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WHY ST. LOUIS OFFERS 
PRIZES TO EXPLAIN 
CO-INSURANCE IDEA 


Ignorant Insurance Explanation By 
Bar Association Member in News- 
paper Caused Resentment 

















RATING BUREAU’S CONTEST 





Says Public’s Contact With Clause in 
Case of Loss Causes Many 
Misunderstandings 





The offer of three cash prizes for “the 
f most accurate, clear and succinct ex- 
planation of the co-insurance clause,” 
as announced by James A. Waterworth 
and Paul W. Terry, managers of the 
Missouri Inspection Bureau, of St. 
Louis, has started field men and local 
agents in that state writing explana- 
tions in order :o win the prizes. The 
‘ Missouri Inspection Bureau is a fire 
insurance rating proposition. 

The reason Messrs. Waterworth and 
Terry made the prize announcement 
was because of the following answer 
to a query in the information column 
of a great daily newspaper: 

What Started It 


Legal Information. 
Prepared by a member of the 
Bar Association. 

Inquirer: You ask what is the 
80% co-insurance clause in the fire 
insurance policy. This clause in 
an insurance policy covering mer- 
chandise means that you can only 
collect 80% of your loss. 


When Waterworth and Terry, and 
many other insurance men, read this 
explanation they were amazed. 

“This clause is not read and studied 
by the average assured, nor apparently 
by the average lawyer, nor is it clearly 
understood by the average insurance 
agent,” said the Missouri Inspection 
Bureau managers to The Eastern Un- 
derwriter. “The clause meets the as- 
sured only when he has a loss, and ther 
frequently to compel him to contribute 
to a loss he expected the insurance 
company to pay; so he feels aggrieved. 

“Our proposal was along the line 
of securing a study of the subject by 
the members of the Insurance Club of 
St. Louis, that the members miglit 
clearly and intelligently inform the 
_ public of the real meaning of co-insur- 
ance and its effect in loss adjustments, 
and we hope that it may have this 
result.” 
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Letter to Club 


(Continued on page 18) 

















First British Insurance Office Established in United States A. D. 1804 


~PHCENIX = 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
140 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 








PERCIVAL BERESFORD, U. S. Manager 

















“AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY” 


1792 1921 





CUPTPME.. 2055554; $5,000,900 
FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 


PHILADELPHIA 


























Writing to the Insurance Club cf: 


1867 1921 


THE 


EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 








Sixty-nine per cent of all business 
written since organization still in force. 








For information address: Home Office, Des Moines 

















BROAD COVER FOR 
EMPLOYES OF D. & H. 
RAILROAD EFFECTIVE 


Metropolitan Life Insures Lives; Fur- 
nishes Disability and Accident Pro- 
tection in Big Group 








CARRIES OUT LOREE’S IDEAS 





About 14,000 Covered; Type of Bene- 
fits; Full Statement By. 2338 
D. & H. President ee 





President L. F. Loree, of the Dela- 
ware & Hudson Company, one of the 
great railroad systems of the country, 
@ man who rose from the ranks and 
for many years has made an intensive 
and sympathetic study of economic and 
social conditions of workingmen, has 
evolved an elaborate system of pro- 
tection for the 14,000 employes of the 
D. & H., which became effective on 
January 1. It not only embraces in- 
surance features of the greatest liber- 
ality, but pensions and unemployment 
insurance. The life, accident and health 
features are provided by the Metro- 
politan Life Insurance Company. The 
railroad stands behind the unemploy- 
ment insurance proposition, American 
insurance companies not being per- 
mitted to write unemployment insur- 
ance, 

Official Statement 

The official statement of the cover- 
age, made by President Loree, follows: 

1. The Delaware & Hudson Companv 
has entered into a contract with the 
Metropolitan Life Insurance Company 
by which it has insured the lives of all 
employes who have been continuously 
on its payrolls for more than two years, 
and who are actually and actively in its 
service on or after this date, securing 
for each employe having such minimum 
length of service, irrespective of the 
nature of his work, his age, or the 
state of his health, and without cost to 
himself, a policy payable at death in 
the sum of $500. 

2. In case of total and permanent 
disability, the sum of $500 will be paid 
to the insured employe in monthly in- 
stallments. In case of death, payments 
will be made immediately to the ben- 
eficiary named by such policy. The 
contract also permits groups of em- 
ployes who wish to do so, to take addi- 
tional insurance, without medical ex- 
amination and without reference 10 
age, at the exceedingly low rates herein 
set forth. 

Offer in Detail 
3. To all such employes, who have 























Tn asiumsuiiacanmnanemmannsnnnnrt ee 











































2 


THE EASTERN 


UNDERWRITER 


Janaary 6, 1922 





been continuously in its service two 
years or more, wishing such additional 
life insurance, or protection against 
sickness. or accident, the Company 
makes the following offer: 


First—If any group of employes take, 
under this plan, more than $500 addi- 
tional life and total disability insurance, 
for each member, the Company will 
pay the balance of the monthly pre- 
miums above the amount stated below, 
on such additional insurance in excess 
of $500. A group, under this plan, must 
consist, under the life insurance law, 
of not less than three-fourths of the 
employes in any class; application 
therefor must be made before March 
31,1922; no employe can be insured 
for more than $5,000, nor for more than 
the multiple of $200 nearest his average 
compensation for the preceding two 
years. A group may consist of em- 
ployes of the same class; as, for ex- 
ample, locomotive engineers, station 
agents, boilermakers, etc.; or, it may 
consist of those employed at the same 
place or within the same area. 

Under this plan every employe with 
two years length of service receives 
$500 Jife and total disability insurance 
wWiticgut cost. By co-operation with a 
sadtmient number in his class, and the 
aid of the Company, he can have a 
total of : ‘ 

$1,000 for 60c. per month, 

2,000 for $1.20 per month, 

2,000 for $1.80 per month, 

4,000 for $2.40 per month, or 

5,000 for $3.00 per month, 
subject to the maximum limit above 
indicated. The cost in excess of these 
amounts will be paid by the Company. 

Not only is the full amount of each 
policy payable to the beneficiary in case 
of death, but it is also payable in case 
of permanent, total disability, whether 
from accident or sickness. In case of 
total and permanent disability, the Life 
Insurance Company undertakes to pay 
the full amount of the policy in sixty 
monthly installments beginning within 
not more than six months. 

Second—A policy covering loss of 
work by sickness is provided for, under 
vhich the benefits are at the rate of 
$15 per week for a period of twenty-six 
weeks, beginning with the eighth dav 
of capacity. The premium on this 
insurance is $1.26 per month, or $15.12 
per year, and must be borne entirely by 
the policyholder. A certificate will be 
issued upon application, before March 
$1, 1922, by any group such as previ- 
ously described. 

Third—A policy covering loss of 
work by accident, exclusive of injury 
covered by workmen’s compensation 
laws, is provided under which benefits 
are at the rate of $15 per week for a 
period of twenty-six weeks; beginning 
with the eighth day of incapacity. The 
premium for this insurance is 24c. per 
month, or $2.88 per year, to be paid 
by employes. Employes under sixty 
years of age may also obtain accident 
insurance covering death or dismem- 
berment from any accidental] cause, in- 
cluding accidents covered by workmen’s 
compensation laws, at the rate of $4.00 
per $1,000, to be paid by employes, the 
total of such insurance not to exceed 
the amount of life insurance carried 
under the plan. These offers are simi- 
larly conditioned upon application for 
such insurance being made _ before 
March 31, 1922, by group, such as 
previously described. 

Fourth—The Company will undertake 
directly to insure employes against un- 
employment resulting from dismissal 
for- ‘any cause, providing payments of 
$15 (employes whose average annual 
wages during the preceding two years 
do not exceed $1,000 will be paid $10 
per week for the same period) per week 
for six weeks, or for so much of that 
time as a discharged employe may be 
unable to find employment, conditioned 
upon such employe having subscribed 
for and contributed toward the cost 
of at least two of the three forms of 
inusrance provided under the group 
plan, as above outlined. 

This provision for unemployment in- 
surance is prompted by the desire of 


the Company to provide continued em- 
ployment under conditions as favorable 
as possible, to promote greater ease 
in the conditions of employment by 
freeing the employe from anxiety, and 
to secure and maintain the most highly 
successful operation of the property, 
which is obtainable only through inter- 
ested co-operation. 

Fifth—-The Company proposes to con- 
tinue its present system of pensions, 
under which, in its discretion, pensions 
are granted to employes who have been 
in service of the Company twenty-five 
years or more, and who have reached 
the age of seventy, or who, upon reach- 
ing the age of sixty-five, are incapaci- 
tated for service, and under which a 
monthly sum to be paid to the pen- 
sioned employe is determined equal to 
one per cent of the average monthly 
earnings of the employe during his pre- 
ceding ten years service, multiplied. by 
the number of years of service with the 
Company. 

For Those More Recently Employed 

Those employes who have not been 
in the service of The Delaware & Hud- 
son Company the full two years, up 
to the date of this announcement, will 
be included in this insurance plan, and 
entitled to all the benefits thereof, in- 
cluding the $500 life and total disability 
insurance provided, without any ex- 
pense to them, as soon as they have 
compieted two years of continuous ser- 
vice. 

Employes leaving the service of the 
Company for any reason will be able, 
upon notice, to the Life Insurance Com- 
pany within thirty days, to exchange 
their certificates without medical ex- 
amination for policies in the same 
amount, but will thereafter pay the 
regular rate for the ages at which such 
new insurance is subject to. 

Employes who have been with the 
Company as long as six months, but 
not for two years, will receive identical 
life and disability insurance, without 
expense to them, in the sum of $250 
and may take not more than $250 addi- 





offered. 


The Mutual 





For Seventy-Seven Years 


The idea conveyed by the words MUTUAL BENEFIT— 
“The good of the whole applied to the affairs of each one”— 
has been the guiding principle in the treatment of policy- 
holders ever since this Company was organized in 1845. It 
has been emphasized anew in the 1922 policy contract now 


The provisions of the new policy have all been extended 
so far as possible to holders of old policies in accordance 
with the Mutual Benefit’s principle of retroaction. 

The Mutual Benefit has always been a purely mutual 
institution operating under a perpetual charter, dominated 
by the one thought of service to policyholders. 


Insurance Company 
of Newark, N. J. 


Benefit Life 








tional, in groups, at a monthly cost to 
them of eighteen cents. On attaining 
two years of service, such employes 
will automatically become entitled to all 
the benefits of the plan. 

The plan and offer are wholly volun- 
tary on the part of the Delaware & 
Hudson Company, which reserves th2 
right to cancel, withdraw, discontinue 
or modify the plan and these offers, at 
any time and at its option. In case 
of the discontinuance of the plan, the 
Life Insurance Company undertakes to 
issue, to any employe requesting the 
same, provided individual application 
therefor is made within thirty-one days 
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iveness—maybe I’m the man! 


taking over the agency end 


ance world—I am the man! 


made. 


high priced. 








Maybe I’m The Man! 


One of the best known life insurance men in the United 
States of National reputation 
and ability along organization lines will be open after the 
first of the year on the following basis. 

First—if a Company has eight or ten states in which it 
wishes to effect new agency organization and secure a reason- 
able amount of new business therefrom the first year at a 
reasonable cost and the Company itself is prepared to go 
Maybe I’M the man! 
if there is a Company in the United States that 
would care to have the load of its agency development lifted 
from its shoulders, and bring it to its highest degree of effect- 


Third—if there is a Company in the United States that 
would like to secure the services of such a man in the building 
up of the Company by making it possible for him to secure 
stock in the Company and become one of the inside group— 
~Maybe I’m the man! 

His record is unquestioned 
able—-his name stands among the foremost in the life insur- 


This is not an ordinary advertisement 
this way to let the insurance world know that my services 
will probably be available if the right connection could be 


I am already associated with a good Company—I am 
not a man out of a job seeking a connection 
but I have always been able to command what- 
ever I wanted in the insurance world by reason of the fact 
that T have an unbroken string of successes to my credit. 

This is an unusual opportunity—Maybe I’m the man! 


Address, “THE MAN” 
c/o The Eastern Underwriter 
86 Fulton Street 
New York : 


of unquestioned character 


one or all. 


his character unimpeach- 


I merely choose 


my services are 























of the date of such discontinuance, 4 
new policy or policies, upon plans ap- 
plicable to the character of the risk, in 
equal amount or amounts, without med- 
ical examination, but at the ordinary 
rate chargeable in respect to such 
amounts of insurance at the then aze 
of such insured person. 





TRIES TO STIR UP TROUBLE 





New York “World” Wires Gompers, 
Sheppard, Frayne and Others About 
Group Transaction 





On the day it printed a two-column 
story about the railroad group insur- 
ance transaction above described, the 
New York “World” sent telegrams to 
prominent labor leaders asking them 
what they thought of the insurance. 
They quoted Samuel Gompers, William 
H. Johnston, L. G. Sheppard and Hugh 
Frayne, all prominent in the ranks of 
labor, criticising the insurance. 

Mr. Gompers said the insurance re- 
minded him of the fly walking into the 
parlor of the spider, and that “workers 
do not want gifts. They do want jus- 
tice and they learn through experience 
that corporations do not give justice in 
the form of charity.” 

Mr. Johnston said he thought he saw 
ulterior motives. 


Mr. Sheppard said the insurance was 


an attempt to weaken labor organiza- 
tions, 

Mr. Frayne said the unions could 
give cheaper insurance than anybody 
else. 





THE ERIE GROUP NO. 1 

Daily newspapers a few days ago 
carried a long story of a group insur- 
ance transaction by the Erie, in which 
the names of the Metropolitan and 
Aetna were mentioned. The Eastern 
Underwriter learns that this story was 
premature, but that the insurance is in 
process of negotiation. When the 
transaction is closed the complete story 
will be printed in The Eastern Under- 
writer. 


BROKERS! 


KEEP POCSTED 
BY READING 


THE EASTERN UNDERWRITER 


Subscription $3 a Year 
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Provident L. & T. 
To Issue Disability 


EFFECTIVE MARCH 1 





RIDER 





Clause Now in Hands of Department 
For Approval; Summary of Its 
Provisions 





On or about March 1, 1922, the 
Provident will issue policies contain- 
ing a total and permanent disability 
clause in the form of a rider to the 
policy. 

The company believes that the dis- 
ability clause has developed to such 
an extent that it now becomes a de- 
sirable~ addition to the life insurance 
contract. Recent improvements in the 
definition of total and permanent dis- 
ability so that total disability continu- 
ing for three months is presumed to 
be total, and the liberal benefits grant- 
ed under the clause without adversely 
effecting other policy benefits, make the 
disability clause of much value to pol- 
icyholders. 

The proposed form of rider is now in 
the hands of certain state 
departments for approval. 


insurance 
Hence the 


of $10 per $1,000 insurance, this in- 


come not to cease at maturity of en- 
dowment policies, but to continue as 


‘ long as the insured lives and remains 


totally disabled. 


The non-forfeiture values, dividends, 
and the face of the policy at death or 
maturity are not reduced by reason of 
disability benefits granted, but continue 
just as if the insured had paid the pre- 
miums. 


Definition of Total and Permanent 
The term “total and permanent dis- 


ability” as used in the rider is therein 
defined as follows: 


“(a) Disability caused by bodily in- 
jury or disease, which wholly pre- 
vents the insured and presumably 
will for life continuously and perma- 
nently wholly prevent him from en- 
gaging in any business or occupation 
or performing any work for compen- 
sation, gain or profit, or 

“(b) Disability caused by bodily in- 
jury or disease, which wholly pre- 
vents the insured from engaging in 
any business or occupation or per- 
forming any work for compensation, 
gain or profit and which shall have 
wholly and continuously so disabled 
the insured for not less than ninety 
days immediately preceding the date 
of receipt of due written proof of 
such disability, or 

“(c) The entire and irrecoverable 


Liberality of the Clause 

The liberality of the clause is noted 
in the following particulars: 

(1) Limiting age 65, instead of 60, as 
is mostly the case. 

(2) Definition of disability (b) which 
provides for benefits after three months 
of continued total! disability without ref- 
erence to whether disability will be per- 
manent. This removes much uncer- 
tainty from the contract, 

(3) Definition of disability (c) which 
uses the broader phrase “loss of use” 
instead of the less liberal phrase “com- 
plete severance.” : 

Two types of disability clauses will 
be issued: 

(1) With the combined premium 
waiver and disability income features 
as above. 

(2) With 
ture only. 

This latter type of clause will be of 
particular use where the policyholder 
has the limit of insurance under the 
combined waiver and income clause. 

Hither of the clauses will be attached 
to old policies as of attained age upon 
receipt of policy, together with special 
application (now in preparation) exe- 
cuted by all parties in interest, and 
evidence of policyholder’s insurability 
satisfactory to company furnished at 
policyholder’s expense. ; 


the premium waiver fea- 


Limits 


Limits of amount, $25.000 maximum 
on combined waiver and income clause, 
or $50,000 on waiver clause. However, 
$25,000 with waiver clause will be is- 
sued in addition to $25,000 with the 
combined waiver and income clause. 
Any outstanding Provident insurance 
with disability clause is taken into ac- 
count in determining the amount of 
insurance with disability clause which 
applicant may be granted. 

Age limits, 20 to 55 years. 


The disability rider will not be at- 
tached to term policies or policies on 
joint lives. 

The clause is granted only to persons 
engaged in a gainful occupation. 

Unmarried women or widows, if pre- 
ferred risks engaged in a gainful occu- 
pation, will be issued $5,000 with com- 
bined waiver and income clause or $10,- 
000 with waiver clause only. However, 
$5,000 with the waiver clause will be 
issued in addition to $5,000 with the 
combined waiver and income clause. 
The clause is not granted to married 
women, 

Premiums 


Specimen extra premiums for the dis- 
ability clause are as follows per $1,000 
insurance: 








20-Pay 
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exact wording of the proposed Provi- sight of both eyes or of the use of Life Life End End End End 
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Now’s the time to develop your full 


’ 


do,’ 


“Now is the time,” won Napoleon the 
throne of France. “Go slow—tomorrow will 
cost the great Robespierre the same 
mighty seat and his life. 





to the block to die. 











Mirabeau, Murat, Danton had all had their day and 
Robespierre, himself—was slipping. His friends were legion, 
and they urged decisive action. “My speech before the Senate 
tomorrow will clear the atmosphere,” said the tyrant of the 
guillotine,—and he made his oration and was arrested. His 
Jacobin associates sent a message that they were ready to 
rally to his side and rescue him that night in 1794, when the 
women of the Market who had led the “Bread” hosts to 
Versailles but a year or so before, were clamoring for his 
head. “Go slow—tomorrow will do,” was Robespierre’s reply, 
and on the morrow he was lifted into the tumbril and paraded 


Five years afterward Napoleon, flushed with his victories 
in Italy and tired of the apparent absence of triumph at home, 
turned to Talleyrand and said: “France does not know—TI’ll 
return. Now is the time,” and he moved his armies back again 
over the Alps. At 2 P. M. on that memorable November after- 
noon in 1799 the Great General entered the French Senate 
chamber, the same chamber in which Robespierre had pro- 
crastinated with a speech of conciliation. 


) STRENGTH OF! 
GIBRALTAR! 


“Traitors,” “Assassins,” he cried, and a hundred knives 
were raised at him. “I shall return with speed,” he exclaimed 
as he left the hall, and outside, to Ney and Murat and Berna- 
dotte—“Now is the time, bring on the Guard.” At 4 P. M. of 
that same afternoon he once more entered the Senate. “Your 
work is through—My time has come,” he shouted, and the 
First Consul of France took the reins. 


And so it is all through life. Now is the time! Wasted 
minutes are fatal to success. Speed is the requisite if the laurel 
would enshroud your brow. Think what you can do with 
speed in an hour? Would it interest you to know that Pruden- 
tial field men write more than 1,100 policies every hour of 
every working day in the year, and that the Prudential pays 
100 claims every hour of every day? This gives you a slant 
on what can happen in an hour. How about yourself? Now 
is the time to speed up. Let’s go. 


The Prudential 


Insurance Company of America 


Incorporated under the laws of the State of New Jersey 


Forrest F. Dryden, President 


Home Office, Newark, New Jersey 
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Progress of the Equitable 








NEW FEATURES INTRODUCED IN A DECADE 





Non-Cancellable Accident 
and Health Insurance 


Group Life Insurance 
Group Disability Insurance 
Safety Inspections for Groups Premium Waiver Clause 

Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 
Income Bonds for Old Age Excess Interest Dividends 

New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity Free Health Examinations 

New Survivorship Annuity Special Training for Agents 











INSURANCE 
THAT 
INSURES 


PROTECTION 
THAT 
PROTECTS 








GROWTH IN A DECADE 


1920 1910 Increase 
Outstanding Insurance Dec. 31st. $2,656,524,071  $1,347,158,692 $1,309,366,279 ° 








New Insurance................. 529,559,921 107,965,091 421,594,830 
Resets Dec. 318t .... 6c cece 627,141,737 492,197,585 134,944,152 
Liabilities Dec. 31st............ 539,140,795 409,538,600 129,602,195 
Premium Income............... 95354,'787 53,160,164 42,194,623 
TotalIncome....... ale ead 656 132,156,942 76,289,493 55,867,440 
Payments to Policyholders...... 72,683,550 53,119,670 19,563,880 








THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway 


New York 
W. A. DAY, President 
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Agents Must Train 
Or Drop By Wayside, 
Says Geo. W. Johnston 


AGENCY DROPS 200 LICENSES 








Johnston & Collins Co.’s 1922 Educa- 
tional Plans; Fewer But 
Better Agents 





The Johnston & Collins Co., general 
agents of the Travelers in New York, 
which had 600 agents in 1921, will get 
along in 1922 with 400. Two hundred 
licenses of men who are not up to the 
mark set by the agency will not be 
renewed. In 1921 the agency paid for 
about $9,300,000, but despite the fact 
that there will be 200 men missing on 
the license list it is believed that much 
more than this will be paid for this 
year. The agency has adopted an edu- 
cational plan which will round out the 
abilities and knowledge of the produces 
and make them more capable. 

George W. Johnston, of this agency, 
a close student of the business, has 
noted the improvement in agency per- 
sonnel; the gradual development of the 
community spirit in life insurance as 
practiced in New York City; has seen 
it grow from every man for himself, 
to the general acceptance of the insti- 
tution of life insurance as a roof offer- 
ing the safest and best of protection 
to families and to business. The pres- 
ent generation of life insurance men 
are better all around producers than 
were their predecessors and Mr. John- 
ston is firm in his belief that an *insur- 
ance agent must be educated or starve 
to death. An-ignorant man can get 
along as an agent just as long as his 
competitors and rivals are ignorant and 
no longer, in his opinion. When the 
uneducated agent is thrown into a com- 
munity of agents who are all educated 
he finds himself out of the running. So 
it is up to the agent to train himself 
or to die of dry rot. 

Fifteen Lectures on Ordinary 
Life Contract 

The Johnston & Collins Company in- 
augurated its training plans in 1921 
and Mr. Johnston delivered one course 
of fifteen lectures on the Ordinary Life 
policy alone. He felt that by taking 
the Ordinary Life policy as a text a 
lecturer could center everything in 
life insurance salesmanship around it. 
He showed what the reserve is, what 
the rate is, and all the other essential 
points. In talking with new agents Mr. 
Johnston believes there are two things 
which must immediately be brought 
to attention. 1. Selling the idea of the 
business itself, which includes recog- 
nition of the importance and strength 
of the company. “It’s a good business 
for me to be in,” must be the thought 
of the agent; and if that is not his 
belief some other work should call him 
as he will not make much progress in 
insurance. 

2. Rates and contracts. No attempt 
will be made in the Johnston & Collins 
course to turn out insurance lawyers or 
insurance actuaries, but they will be 
taught to grasp the fundamentals. 

Mr. Johnston believes that under the 
Johnston & Collins educational plan 
$50,000 men will be turned into $100,009 
men; $100,000 men into $200,000 men; 
ete. One experienced man in the 
agency, James G. McCarthy, is to devote 
all his time to instructing agents. Agents 
are signing a pledge reading as follows. 

“IT promise no quota, but propose to 
make good and will work for it.” 

Mr. Johnston said to The Eastern 
Underwriter: “I am willing to stake 
the future of this agency on the educa- 
tienal facilities which we will have to 
offer from now on. The agency must 
thrive or fall according to what we give 
a man in the way of training. The 
more an agent is correctly trained the 
more money he will make. What we 
propose to study are the ideals of sales- 
manship, the training that can be 
turned into dollars and cents, and not 
merely the analysis of cold figures or 
empty platitudes. Many men enter life 





insurance, stay in it some time without 
a realization of just what life insur- 
ance is. Often they regard it as an 
abstruse proposition in which they are 
confronted by a mass of figures which 
they never do digest. The great and 
lofty purposes of life insurance are 
beyond them, nor can they grasp them 
from the chief point of contact with 
some Offices, which consists mostly of 
being handed literature or books. W2 
intend that our agents shall not only 
know about the Travelers, but that 
they shall have facts showing the 
strength and business of other com- 
panies in which way the magnitude 
of life insurance, the goodness of all 
companies, if nothing else, will be il- 
lustrated to them. If the agent is 
correctly trained he will want to at- 
tend life underwriters’ association 
meetings and national conventions.” 

reorge W. Johnston is a man wno 
knows life insurance from the grounc« 
up. He is a brilliant writer and is 
very much in earnest in his educational 
work. The Johnston & Collins Co. is 
a firm believer in life insurance schools 
of all kinds and has taken considerable 
interest in the proposed life insurance 
school at New York University, in fact. 
offered to be one of its leading sup- 
porters. 





G. L. HUNT IN THE WEST 

George L. Hunt, superintendent of 
agencies of the Guardian Life, left 
New York after Christmas for a three 
weeks trip to the West. On December 
27 he attended a lively meeting of the 
Guardian’s Cleveland Agency at which 
each representative pledged a good sized 
quota for 1922 and expressed confidence 
in attaining it. Mr. Hunt will be in Omaha 
on. the first of the year when the new 
manager of that agency, L. B. Newton, 
assumes charge. He will also visit 
the Kansas City, Sioux Falls, St. Paul 





and Minneapoiis agencies, returning 
about the middle of January. 
SAVINGS BANK LIFE INSURANCE 


$16,700,000 of savings bank life in- 
surance on 32.000 lives is in force in 
Massachusetts after thirteen years of 
this form of insurance being sold in 
that state. Four banks write it and 
sixty-five other savings banks and trust 
companies have established agencies 
for these four. 





Agencies of the Guardian Life in the 
Southeastern states have designated 
December as “Bardwell Month” in 
honor of Supervisor of Agencies R. N. 
R. Bardwell of Atlanta. Mr. Bardwell 
began his work in 1896 as an agent 
and soon was appointed manager for 
Georgia and Alabama. He has been 
Supervisor o* the Southeastern States 
since 1908. 
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To Liberalize Its 
Disability Clauses 
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PLANS LIFE 





Three Months’ Total Disability Pre- 
sumed to Be Permanent; Preparing 
for Training School 





Not later than February 1 a new 
edition of the Guardian Life’s regular 
policy contracts will be ready. They 
are designed in a manner to stimulate 
and aid the psychological sales value 
of the policy. 

A sweeping liberalization of the dis- 
ability and double indemnity provisions 
is also announced to take effect the 
same time. The new disability clause 
provides that any total disability which 
has existed continuously for three 
months will be presumed to be per- 
manent. Under this new provision the 
disability annuity in the case Endow- 
ment policies will be payable during the 
life time of the insured instead of 
ceasing at age sixty-five, with no in- 
crease in premiums for the continuous 
payment forms of contracts. 

In cases where the clause is made 
retroactive, a slight additional premium 
will be required to cover the additional 
hazard, as well as evidence of insur- 
ability. 

Training School 

The Agents’ Training Course of the 
Guardian Life has been in preparation 
the past year and is entirely the work 
of Guardian officials of the Hom? 
Office. It is designed for the use of 
both new and old members of the 
agency organization. The course will 
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service and conservative activity, 
has safeguarded the interest of its 
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be divided into six parts to facilitate 
the handling of the subjects to be 
treated, and the physical make-up will 
be such as to allow frequent revisions 
and such changes in text as may be 
necessary to keep the course continu- 
ally up to date. 

Part 1, Guardian Guardianship; Part 
2, The Principles of Life Insurance; 
Part 3, The Functions of Life Insur- 
ance; Part 4, Life Insurance Salesman 
ship; Part 5, Guardian life Insurance 
salesmanship; Part 6, (a Graduate 
Course to be given three months after 
the successful completion of the regu- 
lar course.) The Special Lines and 
Contract Forms. 

EKach part of the 
printed to fit a standard ring binder 
of pocket size. At the end of each 
division there will be a set of questions 
which the student will be required to 
answer and forward to the Home Office. 
The answers to these questions will be 
graded according to the man’s knowl- 
edge of the subject, and advice anid 
further instruction will be given where 
it is found that the points brought out 
in the lessons have not been clearly 
mastered. Upon the satisfactory com- 
pletion of the course, followed by three 
months of work which measures up to 
standard requirements, a diploma will 
be awarded. Following the award of 
the diploma and after three months of 
successful sales work, the agent will 
then be eligible to part six of the 
course—which is the Graduate Divi- 
sion. This last section will deal with 
inheritance tax insurance, business in- 
surance, annuities and those forms of 
coverage, the study of which we bes- 
lieve should only be taken up after 
a period of experience in placing con- 
tracts covering the ordinary family re- 
quirements. Upon the satisfactory 
completion of this final section and 
with the showing of a growing master- 
ing of the business through a gradu- 
ally increasing production, a card case 
will be presented to the agent in which 
will be placed an engraved certificate 
signed by the president stating that 
the agent has earned a diploma by 
satisfactorily completing our regular 
correspondence course, and has now 
further perfected his ability by success- 
fully completing the graduate course. 

Business Boosters 

The Company also announces an 
unique “business booster” proposition— 

Each month when an agent reports 
full quarterly, semi-annual or annual 
premiums on a minimum of three lives, 
thereby showing protection extended to 
at least three persons, and where this 
volume of reported premiums is $500 
or more, one credit point, to be used 
in the procurement of advertising ma- 
terial, will be given for each dollar 
of the premiums reported, provided pay- 
ments are on policies which have not 
been longer than sixty days outstand- 
ing. ‘ 

Each month when an agent reports 
full quarterly, semi-annual or annual 
premiums on a minimum of three lives, 
thereby showing protection extended 
to at least three persons, but where 
the volume of the premium payments 
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| Security Mutual Agents are successful 
| WHY? 
The reasons are many 
First —Our rates are right 
Second—Our policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 


If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 























is less than $500 but not below $259, 
one-half a credit point, to be used in 
the procurement of advertising ma- 
terial, will be given for each dollar of 
the premiums reported, provided pay- 
ments are on policies which have not 
been longer than sixty days outstand- 
ing. 

No credit points will be allowed dur- 
ing any month when the volume of 
reported paid for premiums falls below 
$250. 

No credit points will be granted when 
the case being paid for has been out 
standing more than sixty days from 
date of issue. 

Where more than $250 in premiums 
are reported as paid, and when three 
or more lives are insured, but where 
a portion of the reported business is 
more than sixty days outstanding, the 
credit points will be given on the basis 
of the total premiums reported paid, 
with either one-half or one credit point 
being given according to whether the 
total figure exceeds $500 or not, but 
the number of credit points allowed 
will be figured only on those premiums 
which are being reported within the 
sixty day limit. 

In event that the premium being re- 
ported is the second semi-annual or a 
second, third or fourth quarterly pay- 
ment on a new policy, full credit will 
be given when payment is made during 
the usual 30 days of grace. 

Wallets, metal match boxes and pen- 
cils in quantities will be given to point 
winners to increase good will umony 
policyholders. 


COVERS A FIRE DEPARTMENT 
Group Policy of Travelers Issued: in 
South Manchester; Some Recent 
Large Group Cases 





Among group policies issued by the 
Travelers during the holiday season are 
a $5,000,000 policy on employes of the 
United States Printing & Lithographing 
Company, with its twelve subsidiaries; 
a $10,000,000 policy on employes of the 
Cudahy Packing Company, Chicago, 
Omaha and Kansas City. Other group 
policies are the Garde Hotel of Hart- 
ford, the Lowe Laundry Company, of 
Bridgeport; the United States Playing 
Card Company, the American Multi- 
graph Sales Company, the American 
Merchants Marine Insurance Company, 
the American Society. of Mechanical 
Engineers, the National Pigments and 
Chemical Company, the Delta Kappa 
Epsilon Club of New York, the General 
Paper Company. But probably the most 
interesting is one on the South Man- 
chester Fire Department of South Man- 
chester, Connecticut. 

This is an unusual case; perhaps, the 
first of its kind ever written. It pro- 
iects the entire personnel of the South 
Manchester Fire Department. The 
members of the department serve on a 
voluntary basis as is the case in many 
of the small towns in Connecticut. The 
policy protects these voluntary workers 
for accidental death and injuries whiie 
any of the 147 members of the depart- 
ment are engaged in their duties. The 
death benefit is $2,000 and the weekly 
benefit is $10. 

The policy is a sort of substitute for 
compensation insurance. 


Mrs. A. A. Welch, wife of the vice- 
president and actuary of the Phoenix 
Mutual, died on Tuesday night, 


Average Per Policy 
Increase After 30 
BENEFIT 





MUTUAL FIGURES 





Analysis of Ages and Amounts in 
1920 Bring Interesting Points 
of Reflection 





The following table contains a sgelf- 
explanatory analysis of the business 
written by the Mutual Benefit in 1920. 
lt is interesting to observe how rapidly 
the average per policy increases after 
the policyholder passes the age of 30 
The table shows that the age group 
between 30 and 39 applied for the larg- 
est amount of insurance and that the 
inen between 60 and 65 bought the 
largest policies. 


Age Number Amount Average 


14-29 22.964 $66,456,453 $2,894 
30-39 21,154 98,014,856 4,633 
40-49 11,046 62,663,535 5,673 
50-59 3,056 18,165,936 5.944 
60-65 383 2,406,034 6,282 
66-70 87 368,500 4,236 

58,690 $248,075,314 $4,227 


There are a number of interesting 
conclusions drawn from these figures 


Fidelity operates in 40 states. 
since 1878. 








AGENCY CO-OPERATION 


through direct mail advertising is just one of the features which. give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 


Full level net premium reserve basis. 
Insurance in force over $203,000,000. 


A few openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
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by the Company’s Home Office paper, 
“The Pelican.” First it seems to be a 
fact that most new agents solicit young 
men. It would be no exaggeration to 
say that fifty per cent of the hours 
spent by life insurance salesmen are 
on young men solicited by beginners. 
Boys and young men are apt to be slow 
in arriving at favorable decisions con- 
cerning provision for the future. The 
older men, as the above table shows, 
buy larger policies. As a class either 
they do business with you without fuss- 
ing or wasting time or they tell you 
there is nothing doing. This does not 
mean that young men should not be 
solicited. They should be, but it is 
unprofitable to specialize on them tu 
the exclusion of older men. Such men 
buy twice as much insurance with an 
expenditure of less time with a fifty 
per cent higher average premium, 
which means that the agent profits 
three ways and in. addition is able to 
insure more people. 


Another poiat to be considered in 
this connection is the factor of the 
circle of influence. If an agent writes 
a young clerk in a concern in which 
he has little or no business in force 
he is likely to find it difficult to work 
up from the clerk to the proprietor. 
This is apparent for influence does not 
radiate that way. If the agent wrote 





THAT COLLINS SERVICE PLEASES 





Oklahoma City. 


the country. 


IS proved conclusively by the fact that increased 
sales to insurance companies has made it necessary to 


Erect a Modern Fire-proof Home Office Building in 


Increase our Sales Office in Chicago and occupy quarters at 
205 North Michigan Avenue. 


Issue $500,000 of 8% Accumulative Preferred Stock, 
which becomes a first lien on the entire assets of the com- 
pany. This preferred stock participates equally with com- 
mon stockholders on all dividends paid in excess of 8% 
and may be retired at the end of three years at 104. 


Establish a Special Service Department for insurance 
clients, to co-operate with them in their work throughout 


Thirty-seven years without a dollar loss to any 
investor, or without anyone taking title to any loan 
sold them, commends this company to you. 
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205 N. Michigan Ave. 
Chicago 
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(Members Farm Mortgage Bankers Association of America) 


“1921” 
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the proprietor and got his confidence 
the chances are he would have entree 
to everybody in the place. That is 
the way the circle of influence does 
work, from the top down. 

If an agent wrote a young man for 
$2,000 or $3,000 of insurance five or 
ten years ago the Company’s experi- 
ence as reflected in this analysis sug- 
gests thd advisability of going back 
and at least doubling his insurance at 
the present time. If you don’t do it 
the chances are somebody else will. 





TWO SALES POINTS 


“Mr. ———, if you and I could know 
for a fact that your policy or mine 
would become a claim tomorrow or next 
week, or within a few years, not a mo- 
ment would be lost in talking about 
whether a premium should be paid or 
not. It would be paid very quickly, 
The money would be found somehow to 
protect the policy. I have said Kist 
this kind of thing to other men, and 
my words have been prophetic. I hope 
they will not be so in your case.” 








“If you owned a piece of real estate 
on which you had made some payments 
would yon not iry in every way to pro- 
tect your equity and keep up your pay- 
ments? Your life insurance policy is 
even more valuable, because it repre- 
sents cash at your death, and nothing 
can take its place if you should be- 
come uninsurable. You can always buy 
a piece of real estate, but you cannot 
always buy life insurance.’ Canada 
Life Bulletin. 


NYLIC MORTUARY BENEFIT 

The New York Life Insurance Com- 
pany will pay as part compensation 1 
mortuary benefit upon the death during 
the year 1922 of any agent member of 
First, Second, Third Degree, or Senior 
Nylic, whose employment contract au- 
thorizing him to solicit for new insur- 
ance for the Company is in full force 
and effect. at the time of his death, in 
addition to his other Nylic compensa- 
tion, a sum equal to $1 per thousand 
of the business written and qualified by 
him under Nylic rules during the period 
of his Freshman, First, Second, Third 
Degree of Nylic membership and upon 
which business the second insurance 
year’s premium has been paid or shall 
be paid. 








MYRICK HONORED AGAIN 

Julian S, Myrick, of Ives & Myrick, 
managers in New York for the Mutual 
Life, has been nominated as president 
of the United States Lawn Tennis As- 
sociation and undoubtedly will be re- 
elected at the annual meeting in Feb- 
ruary. This will be Mr. Myrick’s third 
year as president and the nomination 
is a tribute to his popularity and to his 
efficient administration. It goes with- 
out saying that Mr. Myrick is a tennis 
enthusiast and that he has made a host 
of friends in the tennis world as he has 
in the insurance world. 





“SERVICE” HAS NEW DRESS 


“Service,” the Guardian Life’s  a:z- 
gressive weekly publication for the field 
force, has donned new attire for 1922, 
a combination dress of red, black and 
India tint, and, in keeping with spring 
fashions, larger in size and of still 
better quality. 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 
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LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest st cdard, with additional contingent 
reserves providing protection against «li emergencies. 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 
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Provident L. & T. 
First to Make Statement 


SPLENDID RESULTS ARE SHOWN 








Assets of $126,596,258; Paid for $82,- 
961,944; Estimate Writings of 
Some Other Companies 





As usual the Provident Life & Trust 
is first in the field with a condensed 
annual statement. Its statement, as 
made public, follows: 


Assets 
Hioa) WAS 2 oi sccnce $807,215.55 
Mortgages and Ground 
PN ici ccc cereeennes 22,042,100.84 
Loans on Collateral Se- 
Og REC er aR 4,014,562.50 


Advances on Policies of 
this Company 
Government, State, Muni- 
cipal. and Corporate 
Bonds. (Amortised val- 
ue as computed by 
Company on basis of 
State Laws) 
Stock at Market Value.. 
Cash 
Accrued Interest 
Overdue Interest 
Deferred and Uncollected 
Net Premiums, etc.... 


16,092,504.87 


78,278,885.92 
34,000.00 
281,673.34 
1,532,438.50 
200,046.78 


3,312,830.25 


$126,596,258.85 

Liabilities 

Reserve on Insurance and 
Annuity Policies ..... $112,931,414.00 
Reserve on Supplemen- 
tary Contracts ....... 
Prepaid Premiums and 
Miscellaneous — Liabili- 
ne ae eee 
Death Claims awaiting 
proof, etc. 
Surplus to Policyholders 
apportioned but unpaid 
including $3.296,000.00 
estimated for 1922...._ __3.870,285.73 

PRESIDENTS’ PROCEEDINGS 

The printed proceedings of the fif- 
teenth annual meeting of the Associa- 
tion of Life Insurance Presidents, held 
at the Hotel Astor, New York, on De- 
cember 8 and 9, were issued on Thurs- 
day, December 29, and are now being 
mailed. The book contains 214 pages. 


1,216,993.00 


1,308,572.70 


255,686.94 





Special Reserve for pur- 
pose of Mutualization. 
Other Special Reserve 
Funds, including Mor- 
tality Fluctuation Fund 
and Asset Depreciation 
Fund 


2,577,128.00 


4,436,178.48 


$126,596,258.85 


Accompanying the statement is this 
footnote: 


“The foregoing condensed summary of 
insurance assets and liabilities, not in- 
cluding in either assets or liabilities 
the capital stock of $2,000,000 fully paid 
in by stockholders, was made up im- 
mediately after the close of business 
on December 31, 1921. It is upon the 
‘written’ basis, that is, takes into ac- 
count all outstanding policies some of 
which, recently issued, have not yet 
been paid for. The official report to 
the insurance departments of the sev- 
eral states in which the Company is 
doing business will, as usual, be made 
in February on the ‘paid for’ basis, 
when the corresponding figures will be 
available.” 

During 1921 the Provident Life & 
Trust paid for (including additions and 
excluding revivals and increases) $82,- 
961,944. The actual to expected on 
net amount at risk was 52%. 

Some of the early estimates of figures 
furnished The Eastern Underwriter by 
various companies follow: 


Paid for Assets at end 
1921 of 1921 


Phoenix Mutual.$50,000,000 $60,000,000 


Shenandoah .... 7,091,715 1,400,099 
Manhattan ..... 12,000,000 
PUPMPME cccecwcs 780,000 


The Travelers 


The Travelers announced its totals 
this week. Its assets are $203,433,330, 
divided as follows: Travelers Insurance 
Company, $195,034,169; Travelers In- 
demnity, $8,399,161. Reserves and all 
other liabilities, $184,721,450, Cash and 
surplus, $18,711,880. Total cash in- 
come, $95,188,727, of which that of the 
Travelers Insurance Company was $86,- 
023,667. New paid life insurance for 
1920, $639,829,682. Life insurance in 
force, $1,576,338,993. The principal 
Travelers gains follow: Assets, $26,972,- 
149; reserves, $24,173,658; paid for life 
insurance, $126,848,555; life insurance 








For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
They will be its watchwords throughout 


words for over Seventy Years. 
the years to come. 


JOSEPH C. BEHAN, Superintendent of Agencies 
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Springfield, Massachusetts 
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in force, $442,115,528; premium income, 
$14,405,839. Cash income, $15,671,552. 
Some Other Figures 


The Continental Life of Wilmington 
in 1921 made a gain of insurance in 
force of 12%, its largest year from the 
standpoint of new business. Ass@s at 
the end of the year totaled 143% of lia- 
bilities, and were invested approximate- 
ly as follows: 54% in United States 
Government bonds, most of them bought 
at the market; 22% in first mortgages 
on real estate, with a pre-war value of 
at least twice each loan; 15% in policy 
liens within the reserve; 7% in county, 
municipal and railway bonds, and 2% 
in cash. This company’s admitted as- 
sets are $4,560,212; it wrote $7,333,168 
last year, and its insurance in force is 
$35,377,753. 

Some other late figures received by 
The Eastern Underwriter follow: 

Penn Mutual—Paid-for, $136,500,942; 
admitted assets will approximate $230,- 
000,000. 

American Life, Detroit—Paid-for, $10,- 
000,000; assets, $6,500,000. 

State Mutual—Paid-for, exclusive of 
restorations and additions for 1921, $41,- 
590,793. 

Mutual Benefit—Net new issued, ex- 
cluding paid-ups, extensions, converted 


terms, dividend additions, etc., $190,- 
225,561, 

Guardian—$37,100,000 (approximate- 
ly) 


The Hartford “Courant” estimates 
the Connecticut Mutual’s business as 
between $60,000,000 and $65,000,000. 

The Lincoln National paid for new 
business in 1920 of $68,300,000. In 
1921 it was $79,000,000. Insurance in 
force is $198,000,000, representing a 
gain of $39,000,000. Assets are $12,- 
800,000. December was the largest 
month in the Company’s history. 

The Detroit Life paid for $9,844,000 
in 1921, an increase of more than 
$2,263,000. 





ROB HARVEY THOMAS 


For the second time in a few months 
thieves entered the home of Harvey 
Thomas, advertising manager of the 
Prudential, on Saturday night and upon 
this occasion stole everything in sight, 
including valuable heirlooms. Mr. 
Thomas lives in South Orange. 








ECONOMIST ANDERSON TALKS 





Chase National Bank Man Discusses 
Personal Element in Credit With 
Reference to Insurance 





In a talk before a body of. business 
men at the Hotel McAlpin this week 
B. M. Anderson, economist of the Chase 
National Bank, said in part: 

“There are large numbers of busi- 
ness men, temporarily handicapped, 
whose business affairs will be straight- 
ened out and who will regain lost 
ground readily enough if they live. If 
these men should die today, however, 
their executors might easily have diffi- 
culty in liquidating their affairs in such 
a way as to realize adequately upon 
them, and the heirs would undoubtedly 
be in much worse position than would 
have been anticipated two or three 
years ago. Emergency insurance, there- 
fore, to tide over the risk of death dur- 
ing the period of recuperation, has un- 
usual significance. 

“Of course, I do not mean by this 
that the taking out of a life insurance 
policy will restore the credit of a bank- 
rupt or that it will necessarily give new 
credit to anybody. But I do mean that 
credit men will be disposed at the pres- 
ent time to attach an even greater im- 
portance to life insurance than is ordi- 
narily the case,” 





NEW PRUDENTIAL POLICIES 
The Prudential will issue a new series 
of Monthly Income policies, providing 
for minimum monthly payments of $100 
for one year, $50 for two years, $30 
for three years, and $25 for four years. 


When the disability income feature 
forms part of these policies the amount 
of the disability income is $10 per 


month for each $1,000 of the commuted 
value. This differs:from the 5, 10, 15 
and 20 Year Monthly Income policies 
where the disability income, when pro- 
vided for, is of the same amount as the 
income payable at death or maturity. 

On the new one-year monthly income 
policies, with neither disability income 
nor accidental death benefit, the annual 
premium, age 21, whole life is $19.84; 
20 Pay, $29.40; 20 Year End., $52.93. 

With both disability income and ac- 
cidental death benefits it is Whole Life, 
$21.72; 20 Pay, $32.18; 20 Year End., 
$54.64. 














Confidence - Ability - Service 
The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Babson Writes Book 
On Making Good 


PURIFIER 





SEES FAILURE AS A 


Wholesome Stimulant to Right Kind of 

Man; Influence of Women; Need 

for Their Business Training 

Roger W. Babson, the New England 
statistician, has written a book calle‘ 
“Making Good in Business,” published 
by the Fleming H. Revell Company. 
That the publishers have a pretty lofty 
opinion of Mr. Babson’s ability is 
shown by a paragraph on the cover of 
the book. “The only man in America 
whose advice is valued at a million 
and a half a year by the world’s lead- 
ing executives.” That’s a pretty stiff 
bit of spoof to surmount, but Mr. Bab- 
son does not break under the load 
when he picks up his pen, and he has 
turned out a fair book on this subject. 

Mr. Babson says that fear of failure 
is an obstacle on the road to making 
good upon which many a toe has been 
stubbed. Did you ever stop to realize 
that the only thing which cannot fall 
is a worm—or that a man who never 
makes any mistakes never makes an,- 
thing else—except trouble? he asks. 
Life would surely be of the most hum- 
drum sort if there was absent from 
all of our adventures the least thrill 
of a possible failure. Failure is a puri- 
fying process. It forces a trial bal- 
ance of our efforts. Failure properly 
utilized is a much more wholesome 
stimulant than anything existent even 
prior to the eighteenth amendment. 

The captains of industry today came 
from the ranks of the wage-workers 
of yesterday. The captains of industry 
tomorrow must come from the ranks 
of the wage-werkers of today. Oppor- 
tunity to develop is the sine qua non 
of making good. Make your opportu- 
nity if you can. 

Mr. Babson gives an entire chapter 
to woman’s influence. ‘While theoret- 
ically one dislikes the economic order 
that makes it necessary for a woman 
to work in industry, one cannot close 
his eyes to some of the practical ben- 
efits derived from it. A year or so of 
business experience is ideal prepara- 
tion for a woman’s more important 
work of a home manager,” he says. 
“Having earned a dollar she knows 
what it costs and does not run to the 
reckless extravagance which wrecks 
many homes. The woman who has 
never worked is handicapped in judg- 
ing values. Incidentally, the wife who 
has known the business world will not 
bother her husband with the petty an- 
noyances of the household when he 
comes home at night. She will under- 
stand him and his problems and can 
do much to encourage and help him. 
A wife may make or break her husband 
as far as his business success is con- 
cerned. It is safe to say that few of 
our industrial leaders today would be 
where they are without the help and 
encouragement of some good woman 
who understands their problems and 
trials and who has done her share. 

“There may be another justification 
for the woman in industry—economic 
expediency. Every girl should master 
some form of useful work for the sim- 
ple reason that it will give her the 
independence which she can get in 
no other way. If in vears after mar- 
ried life she faces an emergency which 
throws her back upon her own re- 
sources, she is not an object of charity, 
but a capable woman who can earn 1 
living for herself and children.” 

An interesting chapter is on the need 
of vision. 


COST OF LIVING 


The last month of 1921 began with 
the cost of living 62.7% above that of 
July, 1914, according to estimates of 
the National Industrial Conference 
Board, 10 East Thirty-ninth street, New 
York City, 


Son Follows In 
Footsteps of Father 


YOUNG CERF’S RECORD 
Figures for 1921 Show $500,000 of 
Paid-for Business Written By 


L. A. Cerf, Jr. 





When a young man enters the life 
insurance business and writes $500,000 
of paid-for business during his first 
full year in the field he is indeed de- 
serving of special notice. And when 
the young man is the son of one of 
the most prominent general agents in 
the country, such a record is doubly 
interesting to the members of the in- 
surance fraternity. Louis A. Cerf, Jr., 
a member of the L. A. Cerf agency 
for the Mutual Benefit Life in New 
York City, is one of the small number 
of men in this country reaching the 
half-million class during a first full 
year in the field of life insurance. 

L. A. Cerf, Jr., was graduated from 
Princeton in June, 1919. Following his 
graduation, he entered the field of sell- 
ing, spending six months in a house- 
to-house canvass selling aluminum- 
ware. The junior Cerf was urged to do 
this by Frank W. Pennell, one of the 
leaders in the Cerf agency. Mr. Pen- 
nell firmly believes that such an ex- 
perience furnishes a new-comer with 
the best possible training in regard to 
becoming accustomed to hard knocks, 
and young Mr. Cerf is now of the same 
opinion. 

It was in April, 1920, that young Mr. 
Cerf joined his father’s big agency. 
For the first eight months, or the re- 
mainder of 1920, he devoted part of his 
time to agency work and part to solic- 
iting in the fieid. So that, a year ago, 
his paid-for business amounted to a 
little more than $100,000. The training 
in the office, which every new member 
of the Cerf agency receives, was given 
at the same time; consequently $100,- 








Are You of General Agency Calibre? 


The Franklin Life Insurance Company offers you every- 
thing desirable for building up a profitable General Agency. 


Plenty of unoccupied territory. 


Plain, understandable policy contracts on the Guaranteed | 
Low Cost plan, free from trouble-making frills. 


Liberal commissions, both first year and renewal. 


A Company with an enviable reputation for square deal- 
ing with policyholders and agents. 


ror particulars write to 


The Franklin Life Insurance Company 


Springfield, Illinois 




















00 of paid-for business in eight months 
was a considerable amount to write 
under the circumstances. 

$500,006 First Year 


a severe business depression is a high 
water mark for a beginner. 

Quite naturally General Agent Cerf 
is proud of the record which his son 
Beginning with the first week of 192°, has made, and he told a representative 
L. A. Cerf, Jr., was free to devote all of The Eastern Underwriter that his 
of his time to the selling of life in-  son’s great work has made 1921 a happy 
surance. How well he succeeded is year indeed for him. Frank W. Pennell, 
clearly shown by his standing in the who leads the Cerf agency for the third 
agency on December 31, 1921. He — consecutive year in the number of lives 
ranks among the leaders—a remarkabie — written, is also pleased with the show- 
record for a young man to hang up ing of L. A. Cerf, Jr. According, to the 
during his first full year in the field of latter, Mr. Pennell has given freely 
life insurance salesmanship. $500,000 — of his advice and experience in aiding 
of paid-for business written during a him to become a salesman. 
year which suffered considerably from During the war, young Mr. Cerf was 
an ensign in the navy. In writing his 

















New York Life Insurance Co. | 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


$500,000 of paid-for business the aver- 
age policy amounted ta $12,000, an un- 
usually high average for a new-comer. 
He specializes in income insurance anJ 
college men. For forty con- 

weeks he has written at least 
one application a week and is. still 
going strong. 


SHUFF TO TAKE LONG TRIP 


Going to Coast in February; Day Sales 








Congress Will Mark His Visit 
Income, 1920 To Various Cities 

PRRIOED kcsrenuwcddowssnend diac ree ons arareaienelarnconee $142,672,244 On February 1 President Shuff, of 
Interest and Rents.................6. (REISE SES Se wewt 44,335,004 ge po lation of Life Under- 
“4 ' *’S, Will start on a western trip, 
Other Income eeoeeeeesece eeeeeeeces erceeer eres eeesesesese 6,782,885 going as far as California. Day sales 
Total Income ...........4+- pioaeieene aneendanmndedl $193,790,133 ious ta a” ee ee 
ne Seg during his trip. In March and April 

Paid ssaaeialtiae 1920 he will visit the South and East. 
Mr. Shuff issued a new year’s greet- 
Death Claims ............. cpaandah iicitiseenlenincytnsehtad $35,036,558 ing to all members of his association. 

Endowments ....... (epenbementehantees ye ee ee .. 24,399,171 oor ge — 

; g to analyze the situation as 
| paweees 5 sashes mse dew eea%s 31,981,555 to production fo: the coming year boa 
Surrender Values, etc............. 0800s 8.0% sai sé aareienayars . 23,432,313 the agent, I have concluded—and this 

—— conclusion is made by careful analysis 

Total to Policy holders TL VTPTVTETCRTEPrTCrrrL ttt ea $114,849,597 of exper. ienc e and observation —that the 

; ; agents in the ficld through the experi- 

New Paid Enmrirawnoe 1 1O00 os x 6cibisis vteacoweesesisn ceva $693,979,400 ence of the past years during our recon- 
Admitted Assets, January 1, 1921.. Ceadanewes $966,664,397 struction periods have learned that it 
Legal Lisbilities, January 1, 1921............. hese cutie $841,255,357 requires a knowledge of business and 
Reserve for Dividends and Other Purposes............. $125,409,040 oe : 4 = na — rh res 
t , America is ¢ ght but 
Insurance in Force, January 1, 1921...........+++-+..:: $3,537,298,756 everybody is waiting on the other fel- 
low to put in more hours, and we are 

not individually living up to our re- 

BOARD OF ac cpniene sone. Production in every line 

LAWRENCE F. ABBOTT ILLARD V. KING _ mus6 be increased by the individual to 
ALFRED 1 AIKEN TAY Pr RINGSLRY make up for the slack and loss in 
Joan EAD _ JOHN G RN many who have not gotten back to nor- 


NICHOLAS MURRAY, BUTLER 
GEORGE B. COR 


JOHN _H LEY 

DAVID R. FRANCIS 

A. BARTON HEPBURN 
YRON_ T. HERRICK 

GRANGER A. HOLLISTER 

ALBA B. JO 








S. DAVIES WARFIELD 





. M ) 
GERRISH H. MILLIKEN mal, and work alone is our golution, 
2 hence my appeal for a closer co- opera- 


tion between all agents for our organi- 
zations.” 





; The Illinois Life is sending out an 
interesting pamphlet called “Dehorning 
the Mortgage.” 
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Ives & Myrick 
Carry Off Honors 


LEADERS 





IN 1921 BUSINESS 





Cerf Agency Close Second; -Knight 
Reports Increase Over 1920; Few 
Have Big Year 





The closest race ever run for the 
annual honor of being the leading 
agency in paid-for business was finished 
this week, and the reports of the paid- 
for business written during 1921 by 
the majority of the leading agencies in 
New York City, as reported to The 
Eastern Underwriter, show that Ives & 
Myrick carry off the honors. This last 
year’s contest was nip and tuck, and 


the final figures give Ives & Myrick 
the lead over the Cerf Agency by 


$140,970, thus reversing their standing 
of 1920. 

As usual, the Big Four—Ives & My- 
rick, the L. A. Cerf Agency, the C. 
B. Knight Agency, and the J. I. D. 
Bristol Agency—zre in a class by them- 
selves in respect to volume of busi- 
ness. C. Hope Kederick, with approxi- 
mately $16,000.000, and C. J. Edwards, 
with $15,037,780, follow close behind. 
Both these agencies held their same 
relative positions and both paid for less 
than in 1920. 

Close behind the Bookstaver Agency 


comes another Travelers agency, thut 
of Perez F. Haft. Jos. D. Bookstaver 
has the honor of leading all of the 


Travelers agencies throughout the coun- 
try again, his ayency having paid for 
$11,150,000 in 1921. Mr. Huff’s agency 
reports an even $10,000,000 for 1921. 
Comparative Figures 

Since 1920 was an unusual year in life 
insurance production (practically every 
agency wrote an unprecedented volume 
of business), and 1919 was a remark- 
ably good year for all concerned, The 
Eastern Underwriter has compared sev- 
eral agencies’ 1921 record with. that of 
the two preceding years, it ‘being un- 
derstood that every general agent and 
agency manager would have been more 
than satisfied to have equalled the pro- 
duction of 1919 in 1921. 

Ives & Myrick, Mutual Life, paid for: 


1919.... $23,000,000 
1920.... 27,802,270 
1921.... 24,345,368 


L. A. Cerf Agency, 
Life, paid for: 


Mutual Benefit 


1919.... $21,182,887 
1920.... 28,848,054 
1921.... 24,204,393 


C. B. Knight Agency, Union Central 
Life, paid for: 


1919.... $16,324,734 
1920.... 20,078,491 
1921.... 20,212,621 


C. J. Edwards Agency, Equitable, paid 
for: 


1919.... $12,024,388 
1920.... 15,867,454 
1921.... 15,037,788 


Mr. Bookstaver’s figures show a little 
over $11,000,000 in 1919, more than 
$16,000,000 in 1920, and in 1921 $11,- 
000,000. The Huff figures are $12,500.- 
000 for 1919; $11,500,000 for 1920, and 
$10,000,000 in 1921. Jas. F. and Wm. 
F. Atkinson, general agents for the 
Northwestern Mutual in Brooklyn, re- 
port $3,281.500 in 1919; $4,140.440 jin 
1920, and $3.496.000 in 1921. Graham 
C. Wells, general agent for the Provi- 
dent Life & Trust, states that his 
agency has been running at hetween 
five and five and one-half millions on 
the paid-for basis for the last three 
years. He estimates that his agency 
will show a five per cent decrease’ as 
compared with the business for 1920 

C. Hope Kederick, New York Life, 
estimates his 1921 paid-for business as 
$16,000,000 which is about the same as 
the total for 1920. Johnston & Collins 
feneral agents for the Travelers. paid 
for $12,000,000 in 1920 and $9,300,000 
in 1921. Hall & McNamara, Penn Mu- 
tual, paid for a little over $5,000,000 


in 1921 and they are well satisfied with 
this showing as their agency is still 
in its infancy. But an agency which 
writes $5,000,000 during a “buyers’ 
year” is a pretty lusty infant. 


Some Remarkable Records 


A remarkable record for 1921 was 
made by the L. H. Andrews Agency 
of the Phoenix Mutual Life. Final 
figures submitted by Mr. Andrews show 
a 35% increase in premium income for 
1921 over the total for 1920. This is 
truly a remarkable feat to have been ac- 
complished in an off-year. 1920 was 
18% over 1919. 

Another notable increase is that mad6 
by the Frank W. Adams Agency of the 
Mutual Life; Mr. Adams’ figures indi- 
cating an increase of 20% in paid-for 
business over that of 1920. And a third 
agency to show increased production 
is that of Fraser and Abry, general 
agents for the Connecticut Mutual Life. 
This fast growing agency paid for $4,- 
100,000 in 1919; $6,100,000 in 1920, and 
$6,500,000 in 1921, showing an increase 
of 6%. C. A. Foehl, manager of the 
Prudential agency in downtown New 
York, reports approximately $7,000,000 
for 1921, which is about $1,000,000 ahead 
of the total for 1920, and that. beat 
1919 by about $1,000,000, thereby show- 
ing a steady increase year by year. 
C. B. Knight was the only one of the 
Big Four to show an increase; his 
agency closing the year with $134,130 
more than the total of paid-for business 
in 1920. 

A feature of the production of Jas. 
F. and Wm. F. Atkinson Agency is 
that 84% of the loss from 1920 was 
in the first six months and during the 
last six months the agency produced 
at the rate of 981%4% of the volume 
for the same period of 1920. Graham 
C. Wells reports a marked improve- 
ment in the matter of settlements, elim- 
ination of “not-taken.” and other vital 
elements that combine to make the 
business show improvement in the 
clean-cut aualities, 

The J. I. D. Bristol figures are not 
yet available for publication. 
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Big Increase Theme 
At Andrews Meeting 


AGENCY GAIN OF 35 PER CENT 





Julian S. Myrick, Manager Hyde, of 
Retail Credit, and M. Clark 
Terrill Among Speakers 





One New York City life insurance 
agency succeeded in making 1921 a 
record-breaker for volume of paid-for 
business; the L. H. Andrews agency of 
the Phoenix Mutual Life Insurance Com- 
pany closed its books for the year with 
an increase in premium income of thirty- 
five per cent over the agency’s high 
water mark in 1920. This is indeed a 
remarkable record considering the fact 
that the past year was a “buyers year” 
and that 1920 was a “sellers’ year.” 

L. H. Andrews, manager of the New 
York agency for the Phoenix Mutual 
Life, announced this splendid produc- 
tion to the members of his agency force 
at the third annual convention of his 
agency held at the Yale Club on Tues- 
day of this week. Several guests were 
present at the delightful luncheon when 
the record for the year was announced 
and speeches were in order. Julian 
S. Myrick, of Ives & Myrick, managers 
for the Mutual Life in New York who 
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? ‘*We Are Going Forward”’ 


There is room in our organization for well equipped leaders. 


MISSOURI STATE LIFE 


Insurance Company 
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serene 





This is our slogan for the 
months ahead in 1922. 


The Expansion Program, of 
this, “the fastest growing big 
Life Insurance Company in 
America,” is rapidly devel- 
oping. 


There are many interesting 
factors which have made pos- 
sible our achievement. Send 
for “Company Booklet,” it 
tells the story. 


Home Office 
Saint Louis, Mo. 














lead the city in the volume of paid-for 
business, M. Clark Terrill, agency sec- 
retary of the Phoenix Mutual Life, and 
Mr. Hyde, of the Retail Credit Asso- 
ciation, were among those present. 


Myrick and Hyde Speakers 

Mr. Myrick, in his short talk, said 
that he believed 1922 should be a better 
year for the life insurance salesmen 
than 1921 was. Corporation insurance 
should be more popular this year, and 
the salesman who works intelligently 
will undoubtedly increase his volume of 
production during the next twelve 
months. 

Mr. Hyde, of the Retail Credit Asso- 
ciation gave an interesting outline of 
the work in connection with inspection 
and then answered questions propound- 
ed by the members of the agency staff. 
He emphasized the fact that the in- 
spection work is carried on in a busi- 
ness-like fashion, it being the practice 
of his association to eliminate the “mys- 
tery” atmosphere so common to that 
line of work. He pointed out, that the 
agent could facilitate the work of in- 
spection by giving information concern- 
ing the prospect’s former position and 
residence, thereby saving the inspector 
much valuable time in looking up those 
two points for himself. The Retail 
Credit Association has been engaged 
in insurance inspection work for the 
past twenty-two years and operates in 
this country and in Canada. 

After the luncheon a conference was 
held, and dinner was served at six. 
Following the dinner the entire agency 
force were the guests of Mr. Andrews 
at a theatre party. During the con- 
ference ways and means of increasing 
personal production were discussed. 
Every member of the agency was called 
upon to give his views on various ques- 
tions and an interesting and educational 
afternoon was enjoyed. The splendid 
record made this past year can be in 
part attributed to the high esprit de 
corps of the agency. The producers 
have pleasant quarters, efficient clerical 
and stenographic service, and each 
agent co-operates with every other 
agent for the best interest of all con- 
cerned. 





DELIVERY OF POLICY 





Power of Agent Discussed in Case of 
Kansas City Life v. Ridout, 
Arkansas 





In the case of Kansas City v. Ridout, 
Supreme Court of Arkansas, the policy 
contained a provision that it should 
not take effect “unless the applicant is 
in good health at the time of its de- 
livery.” The insured was ill at the time 
the policy was delivered and there was 
conflicting testimony as to whether the 
agent was informed of such illness or 
not when he delivered the policy. The 
verdict of the jury, however, involved 
its deciding that the agent was inform- 
ed of such illness. Thus the question 
before the Supreme Court was whether 
the act of the agent in delivering the 
policy bound the company. The court 
held that it did and affirmed the judg- 
ment against the company. 





NORTHWESTERN MEN MEET HERE 
Representatives of the Northwestern 
Mutual Life held a convention in this 
city on Wednesday. Superintendent of 
Agencies Copeland was a visitor. 
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Birthdays Bring Business 




















By CLARENCE T. HUBBARD 














It is pretty hard not to be conscious 
of a birthday even when you are quite 
accustomed to them. 

Every span in life reached generally 
reflection. Age cannot be ig- 
when it comes to considering 
Insurance may be deferred 
Actuaries do not turn 


causes 
nored 
insurance.. 
but age—never. 
back the calendars. 

Following up birthdays is not a new 
soliciting plan with insurance agents. 
Notwithstanding, there are many work- 


able ideas that have not been over- 
done. A discussion among a dozen in- 


surance men at lunch and_ inquiry 
among several dozen others (who were 
not always insurance men either) de- 
veloped that it was a rare exception 
to find a person who had been 
approached on his birthday or just 
before regarding life or any other form 
of insurance. 

Finding New Angles for Birthday Idea 


ever 


interesting angles 
idea can ba 


with a 


There are many 
from which the birthday 
approached. In conversation 
young life insurance agent the question 
was asked, “How are you making out 
these days?” “Fair enough,” came the 
reply. “Have you closed any recent 
business?” “Yes. I placed a $10,000 
policy last night on a man I stumbled 
on by accident. A client of mine men- 
tioned that he had a friend who had a 
birthday approaching. I called upon 
him one evening. Gaining a hearing, | 
put this question to him—‘Are you in- 
terested in securing something which 
after next week you will never be able 
to again obtain?’ He signed up.” 

This agent has since used that clos 
ing argument in many instances, par 
ticularly with good effect when ap- 
proaching a .man on the eve of his 
birthday—asking him the outright and 
serious question whether or not on that 
day he was interested in obtaining 
something which the next day he could 
never have, at Jeast not at the same 
price and in some instances not at all. 

The selling plans of one agent in 
New England include a_ birthday 
method. When this representative cau- 
not close a man he obtains from his 
prospect knowledge of his next birth- 
day and then leaves with him a memo- 
randa calendar on which he marks a 
circle around the date. This simple little 
plan seems to carry with it a certain 
psychology and has an effect on the 
prospect in a pleasant manner. Even 
though hé cannot see the circle around 
the date representing his birthday until 
that particular month comes to sight he 
seems to sense its appearance thereby 
keeping his mind open on the subject 
causing him perhaps to read articles on 
life insurance when they appear, also 
advertisements and to pay attention’ to 
conversation on the topic. Six weeks 
before this birthday arrives this agent 
submits a reminder letter and then two 
weeks later another follow-up. Three 
weeks before the birthday is in sight 
the agent personally calls. The above 
system as described step by step has 
proven a very effective and systematic 
plan with the particular agent referred 
to. 

A Specimen Letter 

In the effort to capitalize birthdays 
in the sale of life and other forms of 
insurance, the form letter can be intro- 
fuced. Following is a specimen letter 
which offers a workable subject to the 
ambitious agent: ‘ 


Dear Sir: 

One*day is as good as another 
for our doctors and I personally 
had just as; soon write a policy on 
Monday as I would on Saturday— 
but our underwriters, responsible 
for the existence of life insurance 
have certain guideposts that can- 


not be removed. Life insurance 
premiums increase with certain 
ages. This is on account of the 


mortality tables prepared. 

You have a birthday 
ing at an early date. While you 
can still think of life insurance 
and the broad protection it offers 
after that date, you can benefit 
with its practical uses at a great 
savings to yourself before your 
birthday arrives—for that is the 
period in your life which my books 
indicate must mean an advance 
premium. 

In other words by making your 
decision before your coming birth- 
day you can, in the amount of pre- 
mium saved, secure a thousand or 
two thousand dollars more of in- 
surance without any added cost. 
Considering, too, the uncertainties 
of another year, there is no more 
opportune time than right now. 

When may I see you? 

Yours for a happy birthday. 
Another Agent’s Plan 
A unique little advertising plan car- 
ried on by another agent, ostensibly 
to find out the ages of various prospects 
and incidentally for good general pur- 
poses, is found in the following descrip- 
tion. This insurance’ representative 
had some small cards printed on which 
this mathematical problem appeared. 
In working out the example printed, 
it explained how one could easily as- 
certain the age and month of birth of 
another. It read as follows: 
Put down the number of the month 
in which you were born. Multiply by 
2. Add 5. Multiply by 50. Add your 


approach- 


present age. Subtract 365. Add 115. 
Taking the answer, the first two 


figures at the right 
and the remaining figure at the left, 
the month of birth. For illustration, if 
the answer is 615, the person workinz 
out the problem would be 15 years old 
and born the 6th month of the year 
or June. Obviously, a little advertise- 
ment of this nature proved popular and 
when used diplomatically among friends 
and prospects, permits this life insur- 
ance salesman to gain good information. 
The card also contained a line regard: 
ing the importance of birthday consid- 
eration in life insurance. 

In the effort of following up birthdays 
for the purpose of stimulating new 
business, many lessons can he learned 
in watching the methods of others. 
Many of the savings banks, for ex- 
ample, follow up all the new births 
reported in newspapers, sending the 
preud parents a small miniature bank 
for the baby or a baby’s book of some 
kind. There is opportunity for the 
insurance agent to do a little sales pro- 
motion work in this direction as a 
means of cultivating a demand for en- 
dowment insurance. 

It is also an occasional good plan 
to key your newspaper advertisements 
and circulars to the birthday idea 
Again it often works out that a frank 
and open appeal sent to a person will 
produce good results. If you are de- 
sirous of obtaining a list of birthdays 
to use for the purpose of gaining entree 
try sending your prospects a letter 
along this design: 

Dear Sir: 

If you will send me the date of 
your next birthday, I will, in return 


indicate the age 
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and without obligation, send you 
full particulars regarding a proposi- 
tion that hinges entirely on your 
birthday—something of vital inter- 
est to your family and of dollar and 
cents importance to you. There is 
a stamped envelope enclosed for 
this purpose and I can assure you 
the information will be treated con- 
fidential. 
May I have your reply today—it 
entails no obligation. 
Yours very truly. 


and indirectly to new business. Also, 
speaking to agents I would summarize: 
“Follow them up on the age change 
dates for bigger policies and as a letter- 
suggestion along this direction, consid- 
er the opportunities for placing group 
life insurance on the ‘birthdays’ of con- 
trolling executives who frequently, 
when they reach a certain age, show 
their gratitude to all employes in some 
manner. In fact, the suggestion that 
group life insurance would make a 
g00d birthday commemoration can even 


Good Family Appeal be advanced by the insurance agent 

The birthday approach also offers himself to possible good reception and 
good family appeal. Letters can he consideration. The many and varied 
sent to wives, husbands, mothers and selling plans which can be built and 


others, suggesting a life insurance pol- 
icy, or any other personal type of in- 
surance policy as a good birthday gift. 
Frequently a letter sent to wives or 
mothers in order to gain their good will 
and proper decision is a big help in 
persuading the male member of the 


arranged around the knowledge of a 
prospect’s birthday also offer further 
inspiration as to the many means for 
the placing of life insurance and sup- 
port as additional evidence that these 
means to the life agent are practically 
inexhaustible.” ; 





house to sign the application. Follow- 
ing is a specimen letter which repre- 
sents a type that can be used in this 
direction. 

Dear Madam: 

Birthdays should mean happiness 
to the home. The fact that some 
birthdays have not been taken seri- 
ously has often been the means of 
breaking home happiness. 

Consider the birthdays of your 
husband and any other members 
of your family on whom the happi- 
ness and comfort of your family de- 
pends. They count important on 
the financial support of yourself 
and your family. 

The greatest of family protection 

life insurxnce is reckoned by 
birthdays. Between now and the 
next birthday of your husband you 
all may have the opportunity to 
benefit at a rate which after that 
date is advanced on account of a 
certain age period being reached. 

I would urge that you talk this 
over seriously with those in your 
family who are interested and de- 
pendent upon the one who contrib- 
utes to your support. A decision 
delayed until after that date will 
prove mora expensive and the ele- 
ment of chance extended to perhans 
disastrous effect upon your whole 
family circle. Why not make your 
happiness and comfort permanent 
in making a decision in the right 
manner, which the enclosed card can 
do, or if you desire my personal 
counsel or assistance, I am at your 
service. 


GREATEST 
ILLINOIS 


COM PANY 


‘WANTS GOOD MEN 
AND 


Very sincerely yours. 
It must be remembered that women 
read letters more thoroughly than men 
and an appeal of the above kind can 
make an impression and lead directly 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
W. D. WYMAN, President 
This Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives 


to develop and hold their business. 


WINFIELD S. WELD, Supt. of Agencies 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 























 thrifty—going 


Thoroughness is one 
of the greatest virtues 
of the life insurance 
salesman, for without 
it the success of his campaign can 
never be equal to the limit of his 
production. 


There are many women smart in 
their personal business affairs, but that 
woman is surely shortsighted who de- 
ters her husband from investing in life 
insurance the amount of money whicna 
he believes to be necessary. 

The agent who has children of his 
own can well appreciate the cost of 
bringing up a family and so apply this 
knowledge to situations where the 
widow is left only enough insurance 
to pay the family expenses for one 
brief year. 

The biggest business of the world 
today cannot compare with life insur- 
ance in its financial responsibility and 
provision for the future of the inhabi- 
tants of this earth. 

Every year the mortality table proves 
how accurately human endeavor has 
been enabled to foretell the percentage 
of losses in assured lives. 

The recording angel has many a sad 
job on his hands, but none sadder than 
that of checking up the life insurance 
prospects who died in 1921 leaving no 
insurance for their families. 

It is much more practical for an 
agent to worry over the inadequate 
amount of insurance carried by a cus- 
tomer when he is insurable, rather than 
to condole with him after the doctor 
has shaken his head over an impaired 
risk. 

A life insurance estate can best be 
started at age 21 when protection is 
cheaper and the insurability of the pros- 
pect is practically assured in advance. 

The most successful producer in the 
business never achieved the realization 
of his dreams without intelligence 
coupled with hard work. 

An original method of approach often 
works wonders in breaking the ice. 

You don’t have to use the sam4 
selling talk as the other agent to land 
the prospect, but it is hooking the man 
at the right time which counts. 

It does not pay for the agent to 
repeat the manager’s talk like a phono- 
graph record, but tha gist of the argu- 
ment on a new contract or a new way 
of presenting an old form of policy, 
can be used to suit each individual 
case, 

The agent who had closed a big case 
and thought he had “nothing to do 
until tomorrow,” should realize that 
after a successful sale he is in the 
best possible condition of mind to close 
another case. 

Even if the prospect is not able to 
pay for the class of policy he would 
prefer to have, sell him protection for 
his family, pending the time when he 
can pay bigger life insurance premiums, 

* * * 


Wisdom from 
Manhattan Life 


When a note is taken as 
When Is a_ payment of the first pre- 
Note Good? mium you should consider 


the applicant’s character. 


and also his capacity to pay, writes 
R. H. Pentz, of the Bankers Life of 
Iowa. Character can usually be deter- 
mined by an open countenance, frank- 
hess and the quickness with which the 
Prospect understands what you are sell- 
ing him. Capacity is largely deter- 
mined by a man’s past record, his pres- 
ent earning power and whether he is 
forward or backward 
financially. Before attempting to sell 
&@ man you should know something 
about him, You should know whether 
or not he has a reputation of paying 
his bills and what amount he is capable 
of paying. With this information ‘ob- 
tained from a reliable source you are 


fortified, but without it you are abso- 
lutely at sea. You can obtain this in- 
formation through the banker, doctor 
or some good business man. 

Many mistakes are made by wrongly 
arranging the settlement of the first 
year’s premium. For instance, you are 
going to sell a bookkeeper who is on 
a salary of $150 per month. Would you 
take a note for the full annual premium 
due in six months? No. This man if 
he cannot be sold for cash on the an- 
nual basis of money saved should be 
put on the quarterly basis and cash 
collected, or if a note is taken it should 
not be for over sixty days. If he is 
written on the annual basis a series of 
notes should be taken, the first one to 
be paid in thirty days. Now, we will 
take another case—the average Texas 
farmer. Would you take his note for 
six months for the annual premium? 
This would make his note come due 
about June 1. What would he have to 
pay the note with at that time? Noth- 
ing. Result, it would be necessary to 
extend his note until fall. Then he 
might be able to pay it, but the “net” 
would have been charged to your ac- 
count long before the note is paid and 
the second premium would follow so 
closely after paying the note that he 
would likely lapse his policy on account 
of not being able to pay the second 
premium, A better plan would be to 
sell this same farmer (if you are unable 
to get the cash for the annual premium) 
with a short term to the limit, nine 
months, and take his note for the an- 
nual premium due in eight months, 
which would make the note come due 
one month before the expiration of the 
short term. Then if he had a complete 
crop failure and could not pay his note 
his policy might be taken up and can- 
celled before the expiration of the short 
term. Annual premiums for farmers to 
pay should always be due in the fall. 
This can be accomplished by short term- 
ing them. The doctor, lawyer, minister, 
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Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 
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JOHN G. WALKER, President. 




















Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











and, in fact, all professional men should 
be sold for cash or, if notes are taken, 
they should be taken for as short a 
time as possible and in keeping with 
their ability to pay. Keep the “net” 
in mind and if no cash is secured get 
a note for the “net” payable at the 
earliest possible date. When you solicit 
a business man, regardless of the line 
in which he is engaged, you should 
know whether or not he is making 
money and if there is any likelihood of 
his failing in business. A class of peo- 
ple known as “floaters” should either 
be avoided or sold for cash with the 
application. Don’t ever take a note due 








period. 
tionary period. 
ability. 


anniversary. 


the insuring public. 





Improved Disability Provision 


Claim may be made us soon as disability occurs—no pi obationary 
Payments hegin immediately on approval of claim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis- 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Str et, New York 

















HOME LIFE 


INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, 
President 





The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 





Kor ayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 




















on delivery of the policy. One of our 

salesmen recently experienced a great 

deal of trouble with a case of this kind. 
. * & 


A. E. Haswell, of the 
Des Moines Agency, of 
the Equitable Society, 
recently closed a $35,- 
000 policy to safeguard a business deal. 

The insured had invested $40,000 in 
an undertaking and when the sugges- 
tion was made that he should cover 
this investment with life insurance so 
that, win or lose, his estate would not 
suffer, he saw the force of the argu- 
ment at once and the policy was soli. 


Insuringa 
Business Need 





LOST 

Someone lost $5.83 in the office last 
week and the amount hasn’t been found. 
By a curious coincidence this is the ex- 
act amount of the average value of each 
interview—counting renewals. Possibly 
it was lost while talking with some 
other Provident agent in the office— 
but a thorough search has failed to 
locate the money. Most likely it has 
vanished forever.—George W. Ryan, in 
Pittsburgh Agency Bulletin of Provident 
L. &'T. 





C\PABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory. is ready for 
Agents who can deliver policies in satis- 
factors volume. Inquiries about localities 


will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 


Address: 
ALBERT E. AWDE, Supt. of Agencies 
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THE D. & H. INSURANCE 

The extraordinary complete insur- 
ance protection over the employes of 
the Delaware & Hudson—effective this 
week—aims to safeguard tho railroad 
employe from every one of his funda- 
mental worries. What those worries 
are is well realized by President Loree, 
of the railroad, as he was an humble 
railroad worker himself. He knows the 
conditions under which all men in the 
ranks of a railroad live, the ambitions 
which animate them, the diversions and 
fair dealings which make life worth 
living, and the secret fears which haunt 
them when alone and which make them 
reflective. For years he has studied 
not only the problems of his own peo- 
ple, but ways and means to meet them; 
and finally he evolved a plen which, 
with the assistance of the Metropolitan 
Life Insurance Company, will stand for 
some time as an ideal of protection in 
tempering unexpected, often cruel, 
blows from fate. 

Here in brief is the way in which Mr. 
Loree analyzed the mental and emo- 
tional reaction of the workingman to 
his job and his destiny, and how he 
arranged that this reaction should be 
tempered. 

The ever-present bogie in the thought 
of the worker is, “What will happen to 
my family if I die?” This is solved by 
the group insurance end of the new 
contract 

Second in importance is, “What will 
happen to my family if I become ill?” 
This worry is removed by the sickness 
insurance offer. 

Pressing close is this query, “What 
will happen to my family if I am in- 
jured?” That is solved by the weekly 
accident insurance plan. 

Another twist to the first question, 
and born of the hazard of occupation, 
ts “What will happen if I die by acci- 
dent?” That is met by the principal 
sum and accidental death and dismem- 
berment insurance feature which is 
equal to the total life insurance under 
the plan. 

The four benefits already described 
are offered in conjunction with the Met- 
ropolitan Life, but President Loree has 
gone beyond that, There is one more 
worry that looms up—unemploynient. 
The D. & H. offers unemployment 
insurance. 


There is a final query in the minds of 
workmen, “What shall I do when I am 
old and can no longer hold my own?” 
This is taken care of by the D. & H. 
through a pension plan which will con- 
tinue in force without any expense 
whatever to the employe. 

The insurance feature is described 
elsewhere in the paper. Part of it is 
free to the employe, but also thera is 
a contributory offer of additional life 
insurance, sick benefits, accident bene- 
fits, accidental death and dismember- 
ment insurance and unemployment in- 
surance, by which the workman can 
contribute a few cents for each extra 
$100 of insurance. Additional life in- 
surance, for instance, can be taken up 
to the annual.salary of the employe (if 
it does not exceed $5,000 a year.) 

The entire insurance fraternity will 
watch the workings of the Loree plan 
with intense interest, as it is epoch- 
making in some respects. If he had 
done nothing else than to work out the 
proposition and to obtain its approval 
from the directors he would stand out 
as one of the great and real industrial 
leaders of the day, 





POLICIES NOT YET IDEAL 

Whether standard provisions are 
preferable to standard policies was a 
question recently discussed by Leroy 
A. Lincoln, general attorney of the 
Metropolitan Life, in a talk to life in- 
surance lawyers. Standard provision 
laws furnish, in standard form, clauses 
which would seem to cover every re- 
quirement that the state should impose 
for the protection of policyholders, and, 
at the same time, afford sufficient elas- 
ticity to enable the insurance com 
panies to offer such advantages as seem 
possible or as seem to be demanded by 
the insuring public. 


Standard policies, on the other hand, 
are absolutely rigid, and give no op- 
portunity for development, except 
through the almost hopeless process of 
legislative amendment with consequent 
lack of uniformity. In Mr. Lincoln’s 
opinion, experience has shown that the 
ideal policy is not developed in 1921 
any more than it was in 1907 or 1900. 
If standard policy laws, covering life 
insurance policies, had been adopted 
early in the history of the life insur- 
ance business, no one would assert that 
policyholders would now have many 
advantages which have been given 
them, nor that the remarkable develop- 
ment in the life insurance business 
would have taken place. Standard pol- 
icies for life insurance have been 
adopted in five states. New York re- 
pealed such law after two years’ trial. 
It is the observation of Mr. Lincoln 
and others that the standard provisions 
laws for life policies, now existing in 
a large number of the states, are prefer- 
able from every point of view, and the 
same must be true in the case of acci- 
dent and health business. 


“It is difficult to conceive any situa- 
tion in which the interests of the insur- 
ing public and of the insurance com- 
panies would be improved by the im- 
position of standard policy require- 
ments for accident and health policies 
instead of requirements as to standard 
provisions,” said Mr. Lincoln in treat- 
ing one subject of wide general interest 
at this time. 





THE HUMAN SIDE OF INSURANCE 

















KE. L. SULLIVAN 





E. L. Sullivan, advertising manager 
of the Home Insurance Company, won 
first prize last year for having the most 
unique Christmas card, which is repro- 
duced above, Mr. Sullivan has made a 
very fine impression since coming into 
the insurance business in July, 1920, at 
which time he joined the forces of the 
Home. He had been with the Atlas 
Portland Cement Company, where he 
was assistant to the manager of the 
advertising department and in close 
touch with the production of the Atlas 
Company’s national advertising in gen- 
eral, farm and trade magazines. He 
had also been editor of “Atlas Al- 
manac,” a monthly publication going to 
the dealers of the Atlas Company, 
which is the largest Portland cement 
company in the world; also editor of 
“Atlas Circle,” a publication for the em- 
ployees of the company all over the 
country. Among his present duties, Mr. 
Sullivan is editor of the “News From 
Home,” a monthly paper. sent to the 
agents of the Home Insurance Company. 

* * * 


Robert Wallace is Fireman’s Fund 
agent at Brentwood, Cal., and also jus- 
tice of the peace. Recently a speeding 
case came before him and produced 
a brand-new excuse. The court took 
the word of the woman who was being 
driven in the car, gave the driver the 
benefit of the doubt. A few days later 
Judge Wallace received from the 
woman a note of thanks, written from 
a hospital. It said everything had gone 
well and that as it was a boy she had 
named it Robert Wallace. 


Camp W. Kelsey, who recently joined 
the Equitable Life Assurance Society in 
New York City, has written thirty ap- 
plications for $199,500 within two and a 
half months. Three of these were for 
$25,000 each. Before entering life in- 
surance, Mr, Kelsey was a salesman 
for a leading typewriter company, but 
became an insurance man because of 
the greater opportunities for service, 
as well as for remuneration thereby 
offered. It is predicted that Mr. Kelsey 
will qualify for the Million Dollar Corps 
during his first year in the business. 





IGNORES INSURANCE 
Governor Miller said nothing about 
insurance in his message to the legis- 
lature. 





A. C. NORTON IN NEW YORK 

Arthur C. Norton of the United States 
Fidelity & Guaranty, has been trans- 
ferred from the home office to the New 
York branch to look after burglary and 
plate glass business. He is executive 


agency assistant at the home office in 
charge of production work. 





Prescott Lecky, formerly an insur- 
ance newspaper man and the son of 
Robert Lecky, Jr., of Richmond, has 
written a manual on Americanization 
for the War Department. He is a 
member of the civilian advisory board 
of the War Department, and was for- 
merly director of the recruit educa- 
tional center at Camp Dix, N. J. 

ed * * 


E. A. Woods, of the Equitable in 
Pittsburgh, has sent to his friends a 
unique Christmas Eve statement in 
which he makes an argument against 
wars and in which he calls the Con- 
ference for the Limitation of Armament 
a step which has been a joy to every 
individual in the world. “Let us stop 
spending 93% of our national income 
for war,” he says. Mr. Woods’ mes- 
sage, which is a long one, contains the 
following subheads which explain its 
purport: “For we do not want any 
more wars.” ‘We have had enough 
wars.” “We cannot stand another 
war.” “The werld cannot stand an- 


other war.” ‘We must never have an- 
other war.” ‘Let us not have any next 
war.” 


x* *# & 


William G. Marvin, well-known insur- 
ance lawyer, has announced his with- 
drawal from the firm of Rosenberg, 
Balf & Marvin. He will be associated 
with Samuel A. Pleasants for the gen- 
eral practice of law under the firm 
name of Marvin & Pleasants with offices 
at 120 Broadway, New York City. 

* * * 


Hugh R. Loudon has written the fol- 
lowing valedictory letter, following his 
retirement as United States manager 
of the Liverpool & London & Globe: 
“Concurrently with the Chairman’s an- 
nouncement of the appointment of my 
successors to the management here, I 
take this opportunity of thanking all 
our Agents for their kind support and 
co-operation during my term of Office. 
I leave the Company with many re- 
grets and deep regard and affection for 
the service, and needless to say I shall 
always watch with interest and pleasure 
its continued progress and prosperity. 
Mr. Anderson and Mr. Nottingham are 
both personal friends for whom I have 
tha highest regard, and I am confident 
our Agents and supporters will receive 
at their hands able and devoted as- 
sistance at all times, which I know 
they are very capable of rendering. The 
Directors have recognized my twenty- 
eight years of service by a very gen- 
erous provision for my retirement from 
the active ranks. With my very best 
wishes for the future.” 


*- * © 


Miss Grace G. Snyder, who has been 
with the “Weekly Underwriter” for 
twenty-five years, and is one of the best 
cogs in the machinery of that organiza- 
tion, received American Beauty roses, a 
silver bread tray and a gold wrist 
watch upon the occasion of her anni- 
versary. Miss Snyder is office man- 
ager, statistician and editor of “Fire 
Insurance By States.” 

* * * 


C. A. Maguire, of Maguire & Con- 
non, general agents for the Royal, has 
been elected mayor of Toronto. 





A. G. HANCOCK TO TALK 

General Agent A. G. Hancock, of the 
Home, Baltimore, will talk to Home- 
Franklin representatives in its educa- 
tional course on January 17, 1922. 

His subject will be: “Business De- 
velopment in Small Towns and Villages 
and Co-operation in Connection There- 
with.” 





AGAINST STOCK COMPANIES 
The labor unions are said to have 4 
bill for Albany introduction which will 
prevent stock companies from carrying 
insurance under the workmen’s com: 
pensation act in this state. 
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Giberson’s Analysis. 
of 1921 Writings 


HOW LINES WERE DISTRIBUTED 





Fire Constituted 31% of His Business; 
Automobile, 24%; Liability and 
Compensation Nearly 10% 

The first of every year J. A. Giberson, 
of Alton, Ill., an unusually intelligent 
agent who distributes his soliciting 
over a wide area of coverage, and who 
is president of the Illinois agents’ asso- 
ciation, prepares a statement of per- 
centages showing what he wrote in the 
different classifications. His 1921 per- 

centage record follows: 


Livestock 


ONCE COT ee Cee 008 
BO CHUN oi oa hehe 8 Cie a Owes 0% .014 
MONON 25 5 oc 5.6 5: oe si-010.0 aio Oe 035 
OMID. WEBIGGNCE 6.66666 sceeeses .005 
MM ae dash ii ove tas 0k dade ern w al exe oR te 310 
SUIMMINUEY G0 Raa leis sites olbnass .050 
MRP UTIG 6866 8576's see Pe ere .015 
MEP MUN ISMN EI 6-55 3-d on d0a'e ee ese ered bes 240 
EE A ree 097 
AE Res, ccNoicieS cckatemeré ee O87 
IED MEAUER? occas waved Slee 6 eco Ore lere ores 004 
BENG, Sic clvaliccnwweoneeety ow keate .035 
ES Re Pre eee ee 087 
Eg ee I I CRE ee O11 
tL LION SOWOWY 6 i scecccccdecees .003 
NEN Bes chen eiwis 04s eee awee kee .004 
ALY HAOMORG: 6oscs0s 0 tele es ese .002 
Py: @ BUTS: PARE 6k 6scicccescede .002 





INVITE 5,000 TO DINNER 





Donaldson Affair in Allegheny County 
to Be Unique Occasion; He Has 
Welded Various Interests 





A dinner unique in the annals of 
Allegheny County, Pennsylvania, is to 
be held on January 19, the guest of 
honor being Thomas B. Donaldson, in- 
surance commissioner of that state. 

Five - thousand dinner invitations 
are being sent to insurance men, which 
will give some idea of the magnitude 
of the occasion. It now looks as if the 
gathering will draw together more in- 
surance people of different divisions 
than any previous occasion in the state. 
Mr. Donaldson has been an important 
factor in welding the insurance inter- 
ests of the state. 





NEW CONTINENTAL SPECIAL 

W. V. Coleman, special agent of the 
Great American in Eastern New York, 
will join the field forces of the Conti- 
nental, with headquarters in Albany. 
Mr. Coleman has been with the Great 
American for six years, and formerly 


was in the local agency field in New 
Jersey. 





Thomas E. Gallagher, prominent Chi- 
cago fire insurance man, was here this 
week, 


Exchanges Finding It 
Harder to Get By 


STOCK AGENTS KNOW WEAKNESS 





Illinois Requiring Deposit; Merger in 
Freeport, Ill.; More Real 
Supervision 





It looks like a hard year for the re- 
ciprocals and-inter-exchanges for a 
number of reasons. First, stock agents 
have been put into possession of the 
most effective arguments against them. 
Then, some of the state departments 
are insisting upon real supervision. 
Also, they are affected by moral hazard 
conditions and business depression 
just as are stock companies. Recently, 
a list of about one hundred exchanges, 
non-agency mutuals and similar or- 
ganizations which have been hard- 
pressed financially or have given up the 
ghost altogether was printed. Illinois 
is going to compel reciprocals to make 
deposits. This is required under the 
new law, and seme exchanges are 
merging to obviate the necessity of 
deposits. 

The Economy Auto Insurance Asso- 
ciation, Freeport, has absorbed the Re- 
liable Motor Indemnity and Mid-West 
Auto Indemnity, that city. The Hudson 
Motor Indemnity Exchange, Chicago, is 
withdrawing from the state. ‘ 





W. C. SCHEIDE RESIGNS 


William C. Scheide, who for a long 
time was chief of the division of re- 
insurance in the Alien Property Cus- 
todian’s office, has resigned and is suc- 
ceeded by Isaac M. Meekins, of Eliza 
beth City, N. J. All the companies 
seized by the government during the 
war have been liquidated except the 
Mannheim, Munich and Nord-Deutsche, 
against which companies are claims 
which cannot be determined and settled 
for some time. 





HAROLD KNOX MAKES CHANGE 

Harold Knox, secretary of the Im- 
porters & Exporters, and member of 
the famous Knox family of insurance 
men, has resigned to become secretary 
and managing underwriter of the Hamp- 
ton Roads F. & M., recently formed 
in Norfolk, Va. 





FRANK W. ALDEN AN OFFICER 

Frank W. Alden, who has made a 
splendid record as state agent of the 
Home in Maine. and who is a member 
of one of the oldest of American fam- 
ilfes, has been made assistant secretary 
of that Company. 





WELCOME CAIRNS 
Kk. T. Cairns, the new eastern man- 
ager of the Fireman’s Fund, received 
a warm welcome from Boston insurance 
men when he took up his new duties 
this week. 
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TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 














UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 

















INSURANCE COMPANY 


OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 





$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 124,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 


Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 
tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 


Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 


Floater, Fine Arts. 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 





—THE AUTOMOBILE 


| 





a 


eS 











1841 








hsurance (. 


oF NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
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| LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 
ONE LIBERTY STREET, 


NEW YORK CITY 
Telephones: John 0063-0064-0065 


BROOKLYN AND SUBURBAN AGENCY 


Northern Agssce. Co., Ltd., ef Eng. 
Commonwealth Ins. Co. of N. Y. 
Detroit F. & M. Ins. Co. of Mich. 


(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 


Firemen’s Ins. Co. of New Jersey 
Globe & Rutgers Insurance Co. 
London & Scottish Assu. Corp. 


Telephones: Main 6870-6371-6372 
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My Experiences As a New Agent 








By W. RALPH DANIEL, Orange, N. J. 

















After about eight months of local 
agency work I do not believe that small 
advertising in a local paper pays. Of 
course, this does not hold true if you 
are the only agent in town, or if you 
can afford to advertise continuously in 
a large ov spectacular fashion. I have 
reference to the running of a card in 
a local paper which has not much cir- 
culation. Of course, I think that every 
man in a medium-sized town owes a 
certain amount to the local papers and 
should support them to the best of 
his ability. Personally, I find that 
most of my business has come either 
through personal solicitation or as an 
indirect result of it. Do not misunder- 
stand me, I am not underestimating 
the value of newspaper advertising, ! 
am comparing it as an actual business 
getter with other means. Probably in 
my own case the psychological results 
of my advertising have not begun to 
show. Much business comes through 
clients of mine referring their friends 
and relatives to me. 


Leads 


It would be hard te decide just what 
method of getting leads is the most 
valuable. Next to the leads obtained 
from real estate offices I should say 
that the information obtained from the 
office of the building inspector is the 
most valuable. Probably, after I have 
been in business longer and have be- 
come better and more widely known 
some other method will prove to have 
been more efficient. The agent’s name 
in the window of your office is of course 
a good thing, although when there are 
many other agents in town he only 
gets about the same amount as the 
rest. 


It would be;hard to put on the office 
window all the reasons why you think 
an assured should come to you. If 
it be not presumptuous on my part to 
drop a few hinis to young agents start- 
ing out in business for themselves there 
are several things | would warn them 
against. First, do not take on too 
many companies. As soon as it is known 
that a new agent is in town the com- 
panies investigate and if they think 
he is going to make good they send 
their special agents out to see him. 
Each company has certain advantages 
which the others do not possess, and 
the special agent naturally stresses the 
importance of these features. The re- 
sult is that you have an inclination to 
take on all the companies that come. 
It does not cost the agent anything 
to take on additional companies. But 
unless he starts as a broker and builds 
up an assured volume before taking on 
agency connections he can not do jus- 
tice to too many, and out of fairness 
to his first companies he should not 
take on s0 many that he cannot give a 
decent volume to any one company. 
Each special agent naturally thinks 
that his company is the best and that 
if he can get into your office he will 
be able to persuade you to give most 
of your business to his company. But 
when you look over your books at the 
end of the year you wonder how you 
are going to keep them all satisfied. 


Another thing; it takes more than a 


short time to get running smoothly and 


profitably. Many premiums are needed 
to roll up a decent commission income. 
Of course, all this applies only to those 
who start out as I did without a cent’s 
worth of business. Above all read the 








Incorporated 1849 


Metropolitan Fire Agent 
C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 














SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


General Marine Managers 
Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 


























insurance laws of your state and obey 
them to the letter. You will be dis- 
couraged when you try to land a line 
and find that the agent who controls 
it is paying a rebate to the owner, and 
that the owner will not let you have 
the business unless you do likewise. 
Dun’t do it. Aside from the all im- 
portant fact that it is in direct viola- 
tion of the law, no satisfactory business 
can be built up this way. 


Canvass extensively and keep accu- 
rate records of your results. 


Make expiration lists and follow them 
up in good time. 


Keep in touch with the business men 
in your city, even with those whom 
you know have no business to place. 
Their friendship will be worth much 
to you, in the way of giving informa- 
tion about business conditions. You 
can plan your drives on the basis of 
this information. 


Adopt the attitude of a physician, and 








Actual market value for all securities 





D. H, Dunham, President 
Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. B. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


MECHANICS 


ef Philadelphia 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 


Capical ..........$ 600,000 
Reserve  Reinsur- 
ance Fund....., 1,465,929 


Reserve all other 
liabilities ...... 


Net Surplus ...... 


159,357 
564,541 


Total ............$2,789,828 
Policyholders Surplus, $1,164,54 








D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J, 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$1,250,000 


Reserve’  Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,347 


Net Surplus ...... 2,086,742 


Total ............$9,738,168 
Policyholders Surplus, $3,336,742 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A. H. Hassinger, Ass’t. Sec’y. 


THE 
Girard F. & M. 
INSURANCE CO. 
ef Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 
Capital ...........$1,000,000 

*Reserve Reinsur- 


ance Fund ..... 2,295,788 


*Reserve all other 
liabilities ....... 


Net Surplus ...... 


260,940 
449,841 





Total ............$4,006,570 
Policyholders Surplus, $1,449,841 
“Ae of December 3i, 19%. 
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Loyal to friends and loyal agents 
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prescribe for insurance ailments. Do 
not sink to a premium collector. By 
premium collector I mean one whose 
sole thought in selling policies is the 
premium which, he will get. 


Stick to the highest standard of 
ethics in the business. Read carefully 
all the literature sent to you by your 
companies, for only by so doing can 
you familiarize yourself with your 
companies’ policies. 

_ Subscribe to a good insurance maga- 
zine, one from which you can obtain 
tips for production and articles on the 
various clauses and other technical 
matters and which will keep you posted 
on the latest doings in the insurance 
world. 


_Do not hesitate to call on your sp2- 
cial agents for assistance and advica, 
that is one of their duties, and they 
will be only too glad to help you. 





FEES AND TAXES OF STATES 





New York Department’s 1922 Volume 
Tells What All Commonwealths 
Are Charging 





The New York Insurance Department 
has issued its annual publication, entitled 
“Fees and Taxes Charged Insurance 
Companies Under the Laws of New 
York, Together With Abstracts of Fees, 
Taxes and Other Requirements of Other 
States.” The 1922 volume is quite a 
bulky one and its subject matter con- 
tains much food for thought. It is 
noted, for instance, that in California 
a company must publish an abstract 
of its annual statement daily for one 
week in some daily newspaper of gen- 
eral circulation, or four consecutive 
times in weekly newspaper in city 


where principal office in California is 
located. A bond of $20,000 is required 
of every insurance company doing busi- 
ness in California. Insurance agents 
in Alaska have to pay a license of 
$25 per annum. Arkansas has fran- 
chise taxes, running from $100 to $200. 
Delaware charges $3 for a seal. <A 
state license there costs $5.50. 

West Virginia has a $10 annual fee 
to state auditor for action as attorney 
to accept service of process. 





W. F. PENNEY RESIGNS 

W: F. Penney has resigned as gen- 
eral agent of the. Commercial Union 
Group of Companies. Mr. Penney has 
felt for some. time the necessity of 
giving more attention to his growing 
local agency interest at Westport, 
Conn., and, has frequently expressed 
himself as desirous of having more 
time at his disposal for this develop- 
ment. Mr. Penney has been general 
agent of the suburban, New York and 
brokerage and service department. 





The Home recently paid a $500 rain 
loss to the American Legion at Wilkins- 
burg, Pa. 
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Say Agent, With $10,000 
In Bank, Gave Notes 


SIDELIGHT ON 





COLLECTIONS 





Another Case Comes to Light, Where 
Companies’ Money Was Invested in 
Second-hand Car 





While the fire insurance companies 
are meeting with more than the usual 
difficulties in the collection of outstand- 
ing balances, due in a measure to the 
inability of the agents to collect pre- 
miums from policyholders, still there 
is a very strong impression in the 
minds of company officials that some 
agents are not playing fairly with the 
companies ~ because of the stringent 
financial conditions. 


As an illustration, one manager re- 
ports receiving notes to cover outstand- 
ing delinquent balances from an impor- 
tant, large city agent. Investigation de- 
veloped that this agent had upwards of 
$10,000 in cash in the bank, which he 
was attempting to reserve as an emer- 
gency fund instead of remitting it to 
the companies to whom it belonged. 


In another case the companies found 
in granting a supposedly responsible 
agent unusual extensions that the agent 
had collected pretty thoroughly and in- 
vested the companies’ money in a sec- 
ond-hand automobile, and, as might be 
expected, the machine was the only 
agency asset, and of very little value. 

Fortunately, such instances as these 
are not exactly common; nevertheless 
they demonstrate the evils of the credit 
system in vogue, by not only involving 
the companies in unnecessary expense 
in effecting collections and actual loss 
of premiums, but work hardship upon 
honest, conscientious agents who are 
really up against serious difficulties in 
making collections and remittances. 

It is conceded by the vast majority 
of the agents that no one feature would 
go further in the elevation of business 
than cash payment of premium, and 
field men and many executives feel that 
the time is opportune for putting such 
a plan into operation. 





FIRST VISIT TO UNITED STATES 





F. J. Williams, of Royal, Has Had 
Much Foreign Experience With 
That Company 

F. J. Williams, of the Royal Insur- 
ance Company, who is at present visit- 
ing the New York headquarters of the 
company, is a young man who has 
gained his insurance experience in for- 
eign fields. About sixteen years ago 
he left Liverpool and went to South 
America to join the company’s office 
in Buenos Aires. Promotions brought 
him the title of branch manager, whicn 
position he held for four years. Then 
he took a trip through the Levant in 
the interests of the Royal. His career 
has been an interesting one, particularly 
his South American experience. 

Mr. Williams is now on his first 
visit to the United States. 





EXPLOSION DAMAGES 

Two persons were killed almost in- 
stantly and 41 were more or less seri- 
ously injured as the result of a gas 
explosion which wrecked the Wright 
department store in the heart of the 
business district of Columbus, O., some 
days ago. The explosion was caused 
by gas escaping from a leaky connec- 
tion to the main under the street. It 
accumulated under the sidewalk, and 
the supposition is that diffusing, it was 
ignited by the flame from an open 
furnace door in the rear of the building. 

A heavy reinforced concrete sill un- 
der the-front wall of the building was 
buckled and broken through the great- 
est dimension of its cross-section, and 
after the blast, a 20 foot section was 
found to have a curvature of one inch 
to the foot. 
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CASH CAPITAL 
$12,000,000 








The Wind Knows No Bound 


Despite what precedent tells us about 
windstorms confining their activities to 
certain sections in certain seasons, we hear 
time and again of a big blow visiting a state 
that had been considered immune. And 
usually it catches that territory unprotected 
by Windstorm Insurance. 








The local agent who would assure his 
clients of complete protection should have 
them supplement their fire insurance with 
windstorm coverage. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 








Aircraft, Automobile (Complete Cover in Combination 
Policy), Earthquake, Explosion, Fire and Lightning, Flood, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits and 
Commissions, Rain, Registered Mail, Rents, Rental Values, 
Riot and Civil Commotion, Sprinkler Leakage, Tourists 
Baggage, Use and Occupancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
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Gearhart & Co, Wrote 
100 Tornado Policies 


TOOK ADVANTAGE OF STORM 








An Illustration of What Up-to-Date 
Agency Can Do in Intensive 
Production 





A good example of an agency being 
right on the job is the experience of 
Gearhart & Co., Lock Haven, Pa., who 
wrote dozens of tornado policies in a 
few days. 

The experience of H. B. Atway, of 
that agency, and associates, illustrates 
that it is just as easy to write tornado 
insurance in the East as it is in the 


West if an agent goes after it at the 
psychological time. 


Mr. Atway, asked by The Eastern 
Underwriter, to explain “how he did 
it,” said: 

“On December 17th this town was 
visited by an unusually severe wind- 
storm which caused about $1,000,000 of 
damage. The thought immediately oc- 
curred to me that here was a large 
opportunity to bring tornado coverage 
to the attention of our clients. With- 
out wasting further time we started 
seeing people and from December 17th 
to December 24th we placed about one 
hundred tornado policies; and we are 
still working along these lines. You 
know the old saying, ‘It’s an ill wind 
which blows some one no good.’ Well, 
we have capitalized that because it 
requires some blow to impress forcibly 
this kind of insurance upon the minds 
of the average real estate owners. Our 
slogan in this campaign was ‘Tornadoes 
may come at any time and no com- 
munity is exempt.’ 

“Nothing remains to be said except 
to describe the nature of the risks 
written by, our office in giving tornado 
protection. Among the lines are those 
on factories, churches, mercantiles, 
dwellings and farm property. I think 
this sums up the extent and variety of 
the canvass.” 





FIRE COMPANIES ELECT 





John H. Bartlett President of Granite 
State and Piscataqua Fire Con- 
cerns of New Hampshire 





John H. Bartlett was re-elected presi- 
dent of the Granite State Fire Insur- 
ance Company at the annual meeting 
held in Portsmouth, New Hampshire. 
He was also re-elected president of the 
Piscataqua Fire Insurance Company, a 
local company controlled by the Granite 
State Fire. 

John W. Emery continues as secre- 
tary of the Granite State Fire, and sev- 
eral other secretaries were elected: 
Frank E. Martin, William A. Burpee, 
G. A. French and C. E. Chase. Joseph 
O. Hobbs and Frank W,. Sargeant are 
the vice-presidents. -The finance com- 
mittee is composed of N. P. Hunt, W. 
M. Parker, F. P. Carpenter, F. W. Sar- 
geant and A. M. Heard. 





HARRY A. MARCUS DIES 

Harry A. Marcus, solicitor for Schiff, 
Terhune & Co., died last Friday in St. 
Luke’s Hospital following a severe at- 
tack of typhoid fever. He was ill about 
four weeks. Although still a very 
young man, Mr. Marcus was only 
twenty-eight years of age, he had held 
several responsible positions in the in- 
surance business and was rapidly mak- 
ing attractive headway when taken sick. 
He was at one time manager ‘of the 
automobile department of the American 
Eagle and later joined the Gauvin 
Agency and became a vice-president. 
Two years ago he transferred his con- 
nections to Schiff, Terhune & Co. Mr. 
Marcus specialized in the study of lia- 
bility insurance problems and his death 
removes one of the prospective leaders 
of the younger generation of insurance 
men, 
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Agent’s View of 1921 
With 1922 Prospects 


MUST REPLACE 





BAD ACCOUNTS 





Competition Keen, But Excellent Out- 
look in Many Lines is Seen For 
Live Ones 





By T. E. BRANIFF, Oklahoma City 

The past year has been marked by 
radical changes in the insurance situa- 
tion. Values have been materially de- 
preciated, particularly in merchandise, 
resulting in heavy cancellations and re- 
jection of renewals. Reductions of in- 
surance on buildings have not been so 
noticeable for the reason that only a 
comparatively small portion of the in- 
surance on old buildings was increased 
to meet the ascending costs, and people 
are slow to revise their ideas as to the 
true present value of buildings con- 
structed during the period of high costs. 
Insurance on such buildings will proba- 
bly not be reduced to meet: present re- 
placement value until existing policies 
expire, and probably not then, unless 
companies and agents display the same 
energy in calling attention of custom- 
ers to the need of reductions now, that 
they did in seeking increased insurance 
during the period of high values. The 
element of moral hazard, more or less 
dormant during prosperous times, has 
strongly asserted itself, and with a 
greatly increased number of dishonest 
fires and a decreasing premium income, 
the loss ratio of the companies will be 
high. 

The Casualty Lines 

Decreasing activity in industrial pur- 
suits and reduction of wages has caused 
heavy falling off of payrolls under com- 
pensation policies. Burglary business 
has increased considerably, with more 
than a corresponding increase in loss 
ratio. The bonding business seems to 
have made substantial increase in in- 
come, due probably to the fact that it 
is a public official year; that a great 
many public improvement contracts 
have been undertaken to give employ- 
ment to idle labor; that the tightness 
of banking credits has turned business 
men to the use of surety bonds as a 
substitute whenever possible, and to 
the fact that people deal more cautious- 
ly during hard times and require guar- 
antees in business transactions which 
were waived during more prosperous 
times. 
cial guarantees have been bad. 

Automobile insurance has probably 
been the most seriously affected of all 
lines. Auto liability premiums have 
shown little, if any, falling off, because 
whatever premium loss may have been 
caused by reduction of cars in opera- 
tion has been more than made up by 
the large stock companies on account 
of the faimur.y or retirement of numer- 
ous reciprocal, mutual and small stock 
companies, and the consequent loss of 
public confidence in that class of insur- 
ance. The automobile is the most use- 
ful instrument of the criminal element, 
the bootlegger, the hi-jacker, the bank 
and pay-roll messenger and train rob- 
ber, and the plain trafficker in stolen 
cars, all needing in his business, There- 
fore, during the unprecedented wave of 
crimes which existed throughout the 
country during the past several years, 
the business of automobile thievery has 
flourished and loss ratios have been 
tremendous. The lack of a market for 
second-hand cars has caused a heavy 
increase in the ratio of fire losses, cars 
being burned up on the road for the 
purpose of collecting insurance. The 
new form limiting insurance to three- 
fourths of the value and eliminating 
equipment coverage, will doubtless 
bring about @ substantial. improvement 
in the loss ratio after the business 
written on the old basis has been run 
off the books, but satisfactory condi- 
tions in the business of automobile in- 


surance cannot be looked for until the 


Loss ratios on all forms of finan- 


crime wave has passed and the market 
on automobiles has been stabilized. 

Collections have been slow and 
credits bad, and many offices will have 
to charge off more bad accounts this 
year than ever before in their history. 

Sees Light Ahead 

Prospects for the new year are reason- 
ably favorable. Merchants generally 
enjoyed a much better Christmas trade 
than they expected. They therefore are 
encouraged to carry out for next year 
plans for {creased business concerning 
which they have been hesitating. Bab- 
son is authority for the statement that 
the amount of goods being sold today 
is larger than in 1913, when business 
was thought to be fairly good. He de- 
clares excessive overhead expenses are 
responsible for lack of profits. Build- 
ing operations, encouraged by reduc- 
tions in price of both labor and ma- 
terial, have increased tremendously 
during the past few months, and are 
likely to continue to increase as spring 
approaches. The marked improvement 
in the bond market will stimulate pub- 
lic improvements. No relief from the 
unfavorable agricultural situation can 
be expected until another crop is mar- 
keted, but the market price of oil has 
doubled during the past few months, 
and this, along with the fact that the 
investment situation is generally easing 
up, and valuable extensions of the pres- 
ent oil fields of this state are awaiting 
development, should restore the oil 
business to a condition of prosperity. 

Competition for business is now as 
keen as it ever was in pre-war days, 
and is likely to continue, It is during 
such times that the temptation is great 
for companies and agents to adopt 
methods of increasing their business 
which tend to demoralize it and make 
it unprofitable. 

Insurance may be harder to secure 
in 1922 than it has been in years past, 
but there will be plenty of it, and who 
wouldn’t rather win a hard battle than 
an easy one? 





PRESIDENT CASE IN TOWN 





Discusses Plans for Mid-Year Meeting 
in Chattanooga; Will Address 
Portland Board 





President Case, of the National Asso- 
ciation of Insurance Agents, was in 
town this week in a conference over 
the program for the Chattanooga mid- 
year meeting in March. On January 10 
he will go to Portland, Me., to address 
the annual meeting of the local board 
there. 

Mr. Case sent out a New Year’s mes- 
sage this week in which he said that 
the companies have co-operated with 
the agents’ associations in a most grati- 
fying manner. 

Walter H. Bennett, secretary of the 
National Association, will address the 
Bridgeport board on January 10 





SAIL FOR BERMUDA 
George T. Merrick, superintendent of 
the automobile and transportation de- 
partment, and Francis L. Lawler, spe- 
cial agent, of the Hartford Accident & 
Indemnity, sailed for Bermuda Decem- 
ber 28 for a short vacation. 


HOEY & ELLISON GET TOKIO 





J. A. Kelsey Announces Transfer of 
Metropolitan Agency From Office 
of Ogden & Fay 





J. A. Kelsey, who is general agent 
of the fire branch of the Tokio Marine 
& Fire, announces the transfer of the 
metropolitan agency of that company 
from Ogden, & Fay, to Hoey & Ellison. 
The Tokio Marine & Fire is the larg- 
est fire and writing company 
in Japan, has assets of nearly $50,000,- 
000, and is among the leaders of the 
foreign group in this country. Its fa- 
cilities for handling large lines of fire 
insurance will mean an increase in the 
broad service rendered by the Hoey & 
Ellison agency. 


marine 


DEP’T TO RUN PENINSULAR 

The Michigan Insurance Department 
will direct the affairs of the Peninsular 
Fire until the annual meeting of the 
stockholders next month. Five stock- 
holders at that time will offer proposals 
for the future course of the company. 
Offers of consolidation have come, it 
is stated, from the American National 
of Chicago and the Columbian National 
of Lansing. 


LAMAR HILL MADE COUNSEL 





Well-Known Member of Bar Has Acted 
For Attorney General’s Office 
in Important Cases 





Lamar Hill has been made counsel 
for the America Fore companies, suc- 
ceeding Gomer H. Rees.- An Atlania 
lawyer, he served as special assistant 
to the Attorney General of Georgia in 
important copper cases in which the 


state won a victory. Entering the 
Fort Oglethorpe training camp in 
August, 1917, he was commissioned a 


captain of infantry. In France he rose 
rapidly, being promoted successively to 
Major Adjutant General, Lieutenant 
Colonel Adjutant General and Adjutant 
General of the 81st Division. After re- 
turning here he took an important part 
in the re-delivering to the owners, ves- 
sels taken over for use by the War 
Department during the emergency, 
and the settlement of claims for dam- 
age. For a time he served as special 
assistant to the attorney general of the 
United States in the case of the United 
States v. American Sugar Refining Com- 
pany, an action for dissolution of the 
so-called sugar trust. 











C. M. LOWRIE, Pres. 
JOS. WINGERSON, Sec’y. 


Wood-Fourth Insurance Agency 
GENERAL AGENTS 


ARROTT BUILDING, PITTSBURGH, PA. 


H. A. LOGUE 
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EDW. A. LOGUE, Vice-Pres. 
H. C. NIEHAUS, Treas. 
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102 Years of Service 
Losses Paid over $195,000,000 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
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PITTSBURGH, PA. 











Se 


ee ee ee ee ee 








ADEQUATE 
FACILITIES 


ALL LINES 








CLARENCE A. KROUSE & CO. . 


LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 














PENNSYLVANIA 


NEW JERSEY 























January 6, 1922 


THE EASTERN UNDERWRITER 


17 





Chicago Daily’s Big 
Insurance Special 


—_——— 


“POST” GIVES SUBJECT 40 PAGES 





Features of Issue; New Company’s 
Announcement; Signed Articles; 
One Agency Has Full Page Ad 





The annual insurance edition of the 
Chicago “Evening Post” consists of 
forty pages and is a remarkable ex- 
ample of what can be done by an in- 
telligent editor and advertising manager 
of a daily newspaper so far as insurance 
is concerned. Some interesting fea- 
tures in the edition are summarized 
as follows: 

The Chicago Fire & Marine an- 
nounces “that it is completing details 
of its organization, and will soon be 
ready “to execute its plans for giving 
Illinois agents the additional facilities 
of a vigorous, well-managed home com- 
pany. It was organized by men who have 
been successfully active in Illinois in- 
surance circles for a number of years.” 
The capital is $1,000,000; surplus, $1,- 
125,000. Harold M. O’Brien, of the 
O’Brien Insurance Agency, Chicago, is 
president. Another statement in the 
ad is, “The time has arrived when an 
agency must have a $1,000,000 American 
company as its leader. The Chicago 
Fire & Marine will: be represented in 
the leading agencies in Illinois and 
Wisconsin by its stockholder agents.” 

The Rockwood, Badgerow Co. takes 
a full page ad to feature “every knows 
kind of insurance.” 

The Smith-Lawson-Coambs Co., an 
nounces to the brokers of Chicago: 
“We take pleasure in announcing that 
the Equitable Casualty Underwriters is 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch 
83 Maiden Lane, New York 





complying with all surplus and reserve 
requirements of the new Illinois law.” 

The Pioneer Mutual Casualty Insur- 
ance Company, of Peoria, Ill., announces 
bogus check insurance. 

The National Fire Protection Asso- 
ciation has an article, advising the 
public how to prevent sprinkler systems 
and hydrants from freezing. 

A column and a half story is printed 
telling of the early days of the Aetna, 
especially of its founding in 1819. 

The Standard American Fire Insur- 
ance Company, Chicago, and the Great 
American Casualty Company, Chicago, 
together take a half-page ad. The 
former advertises fire and tornado, the 
latter accident and health. George W. 
Wolfle is president; and E. H. Steffelin, 
vice-president and secretary of both 
companies. 

A column article is written by John 
B. Morton, president of the National 
Board, on the subject of teaching pro- 
tection and safety. 

An ad of the Royal calls that com- 
pany “the largest and leading fire com- 
pany in the world.” 

The necessity: of curbing the credit 
evil in insurance is discussed in an 
article. A number of articles on vari- 
ous phases of automobile insurance are 





EVERARD C. STOKES 


United States Manager 











printed, including an explanation of 
property damage. 

The Stewart - Keator - Kessberger & 
Lederer agency was established in Chi- 
cago in March, 1920, and has already 
built up a premium income which in 
1921 reached $500,000. A half column 
news story of this agency is printed. 

A story about the Royal says that it 
has paid out $160,000,000 to help rebuild 
American cities. 

The new building which will house 
the America Fore offices on the North 
Side, Chicago, is featured under a head- 
ing. “Insurance District Moving North.” 


In a list of premiums in Chicago the | 


Aetna is shown at the top; Home Bec- 
ond, for 1921. 

The new building of the London Quar- 
antee & Accident, twenty-one stories 
tall, which will be erected in Michigan 
avenue, is featured for a half a page. 





FRENCH DECORATE SMULSKI 

The French government has bestowed 
the order of Chevalier of the Legion 
of Honor upon John F. Smulski, treas- 
urer of the Great Lakes Insurance Com- 
pany. The decoration took place in 
Chicago. Mr. Smulski was chairman 
during the war of the National Polish 
Committee. 


TALKS TO SUBURBAN SPECIALS 





Over-Insurance a Crying Evil in Auto- 
mobile Insurance, Says Secretary 
Hoadley, of American 





The New York Suburban Field Club 
met at the Hotel St. George, Brooklyn, 
with thirty-five in attendance, on Tues- 
day. A.M. Harned was in the chair; and 
Secretary Fred Hoadley, of the American 
of Newark, was the principal speaker. 
His topic was automobile insurance, and 
he painted a gloomy picture of what 
1921 had done to the companies writing 
that kind of coverage. In his opinion 
the chief evil was over-insurance and 
the best corrective was for underwriters 
and agents to acquaint themselves with 
the value of cars. 

A recent case had come to his at- 
tention where a car not worth more 
than $600 was insured for $1,300. A 
thief stole the car, whereupon the ad- 
juster, the agent and the assured found 
themselves in a controversy. The as- 
sured wanted a lot of money; the ad- 
juster did not see why more than the 
value of the car should be paid. The 
agent who had over-insured it was in 
an embarrassed position. Finally, be- 
fore any blood was shed the car was 
found, but often over-insured cars 
which are stolen are not recovered and 
then there is a pretty pickle. Anyway, 
Mr. Hoadley believes that it is supreme 
folly to put too high premium on a 
car, which only makes the insurance at- 
tractive to the careless, while the pru- 
dent steers away as it is too expensive 
for him. An intermediate rate of some 
sort, with more cars written, greater 
care in the underwriting, and general 
adaption of sanity all around, might 
furnish the solution. 








oe 


be tbais “xii 


ep OOL-LONDON 










































j 
7 
eg 

















18 


THE 


TASTERN 


UNDERWRITER 





January 6, 1922 





Brokers Discuss 
Non-Taken Evil 


SUGGESTION 





POLICY FEE, ONE 





Johnson & Higgins Think More Care in 
Selecting Brokers Might Help; 
See & Depew Views 





the views of 
‘non-taken” 
Underwriter 


In order to escertain 
brokers regarding’ the 
policy evil The Eastern 
wrote to several prominent brokerage 
Henry W. Lowe, of 
the following 


houses. From 
Johnson & Higgins, 
received: an 

“You ask us to express our opinion 
of the reasons why so many fire insur- 
ance policies are returned as not taken 
or not wanted. 

“This practice does 
only to the insurance 
to the insurance business as a 
and we are pleased to give you 
cpinion in the matter. 

“There will, of course, be exceptional 
and justifiable circumstances, where 
policies are from time to time returned 
as not taken, but we are not con- 
cerned with such instances. — 

“We believe that it is a practice with 
some brokers (o order insurance poli- 
cies from the insurance companies 
without orders or authorization from 
the assured—the hope, of course, being 
that, when delivered, the policies will 
be accepted. Inasmuch as the assured 
in such cases recognizes no obligations, 
the policies are often allowed to re- 
main apparently in force, in so far as 
the underwriters are concerned, and 
are not returned to them promptly. 
When they are eventually returned 
they may have run some considerable 
length of time. 

“There are other cases, where poli- 
cies are returned as not wanted after 
say a month or two, and the insurance 
placed with other underwriters, the ob- 
ject being that the broker may in this 
way effect a saving for his customer, 
and obtain the business. 


Bill, Collect; Keep Money 

“Again, and even more reprehensible, 
is a practice, of which we have been 
told, of returning to the insurance com- 
panies policies covering goods on stor- 
age after the goods have been sold or 
removed from the warehouse, the poli- 
cies being returned as not wanted, and 
the broker billing his customer for the 
earned premium, which is not turned 
over to the insurance company. 

“One remedy, at least, is obvious, 
and would effect a very material re- 
duction in the number of such abuses, 
that is, for the insurance companies 
to be more careful in their selection 
of brokers, from whom they accept 
business, and to whom they extend 
credit. 

“Another 
helpful, would be 
writing fee for every 
as not wanted.” 

R. Henry Depew, president of Abm 
S. See & Depew, said: 

“Regarding policies returned ‘nor- 
taken,’ we beg'to say that this is a 
condition of the business which cannot 
be helped. 

“The only way in which it is possible 
to conduct the insurance’ brokerage 
business is to renew all policies ahead 
of time and send them to the clients. 
Of course, some of these policies will 
not be required, and, of that number 
some will be returned immediately and 
others will be thrown aside and not 
returned until payment is demanded. 

“This, however, cannot be helped. If 
we were to wrile to each assured be- 
fore renewing the policies, our letters, 
in many cases, would remain un- 
answered, and both our files and the 
companies’ files would be loaded up 
with uncomplete applications and re- 
newals. The evil effects of that con- 
dition would be vastly greater than the 


Was 


injustice, not 
companies, but 
whole, 
our 


remedy, which might be 
to charge a_ policy 
policy returned 


conditions created by. policies being re-~ 


turned ‘not wanted’ and the extra work 
caused by that method would be much 


greater than that caused by the present 


methods of doing business. Of course, 
a certain amount of this trouble is 
caused by unscrupulous brokers who 
place policies for clients and carry them 
until they are cancelled for non-pay- 
ment and then replace the lines in 
other companies, thereby giving clients, 
who are willing to take advantage of 
such conditions, a rebate, by reason 
of the free insurance. 

“That condition, however, could be 
reduced to a minimum by the com- 
panies if th@éy would institute proper 
correctional methods and by co-operat- 
ing with each other in running down 
those who make a practice of doing 
that sort of thing. 

“This matter was discussed at con- 
siderable length some months ago by 
a joint committee of the fire under- 
writers and brokers and the decision 
arrived at was that the evil was one 
which could not be eliminated from the 
bus'ness.” 


As Seen by Wilcox, Peck, Brown & 
Crosby 

Wilcox, Peck, Brown & Crosby, in re- 
ply to a query, sent this succinct state- 
ment: “You request our opinion as 
to why many policies are returned ‘not 
taken.’ It has not been our exverience 
that many policies are returned by an 
assured. We should think that in 
offices which have a different experi- 
ence, the reason might be that policies 
are sent to an assured without any 
order for renewal.” 


NEW MEDICAL DEPARTMENT 

The Home has opened a medical de- 
partment for employes at 95 William 
street. Dr. J. A. W. Greeff is director. 


Thinks Agents Should 
Handle All Lines 


VIEWS OF 





FORMER SECRETARY 





See Breaking Down of Demarcation 
Barriers Between Fire, Casualty 
and Life Insurance 





In a recent newspaper article Henry 
H. Putnam, former secretary of the 
National Association of Insurance 
Agents, discussed in interesting fashion 
the tendency of the times to make the 
insurance agency a more sweeping 
proposition by enlarging the extent of 
its coverage; expressing the belief that 
the line of demarcation between fire, 
casualty and life business will be more 
or less broken down. He said in part: 

“If I were running an up-to-date in- 
Surance agency I would advertise to 
place all kinds of insurance and put 
myself in a position to handle it to the 
best of my ability. There is no reason 
why the fire insurance agent cannot 
place life business, at least on the brok- 
erage basis. 

“As to operating as general agents, 
this is a different question. It requires 
a great deal of capital and a lot of pa- 
tience to properly develop a general 
agency, and this is where the specialist 
comes in. 

“It seems. to me that if I were a fire 
agent I would not go into the general 
agency end of the life insurance game, 


but endeavor to make some sgatisfac- 
tory brokerage arrangement. I know 
of several successful fire insurance 


agents who are also successful life in- 
surance general agents, but my impres- 











Western Department 
WALTER H. SAGE, Gen’! Mgr. 
W.L. LER , Manager 
76 West Monroe St., Chicago, Ill. 


Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass, 








GreatAmerican 
Insurance Company 


Now Dork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20.840,005.95 


ET SURPLU 


10,013,906. | 4 
40,853.9 12.09 


THI. SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR. 
PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 
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New York City 





Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 
WM. H. McGEE & CO.,Gen’lAgts 
15 William Street, New York City 











sion is that they were first and fore- 
most life insurance specialists. 

“I think the general feeling among 
life insurance men is that it requires 
concentration on the life business to 
make a real success of it, hence there 
is little or no time for a real life in- 
surance man to do other lines of busi- 
ness. 

“The fire agent deals in insurance 
protection, and if the assured needs the 
protection of life insurance as well as 
fire and casualty—it is logical for him 
to be served by his agent or broker. 

“As to the fire agent being considered 
in the class of the part-time life man, 
it would seem to me that a professional 
fire agent is a ‘whole-time’ insurance 
man, and therefore entitled to do the 
life insurance business if he wished to.” 





PHILADELPHIA CHANGES 

These changes have taken place in 
Philadelphia agencies: The Mechanics 
has withdrawn from the office of Carl 
Helmetag; the Firemen’s of Newark 
has transferred from the W. J. Snyder 
Agency to Ulsamer- Asnip - Harpham 
Company; new appointments are Le- 
vick & Woldrow for the Orient of Hart- 
ford; W. J. Snyder Agency for the 
Union Insurance Society of Canton, 
Ltd., of Hongkong; and J. P. Wilkinson 
& Co. for the North American National 
of Des Moines. 


ST. LOUIS OFFER 
ON CO-INSURANCE 


(Continued from page 1) 
St. Louis, Waterworth and Terry out- 
lined the provisions of the contest: 

“Mr. R. B. Howd, President, 

“The Insurance Club of St. Louis, 

“City. 
“Dear Sir: 

“A recent public exhibition of igno- 
rance of the meaning and effect of the 
co-insurance clause has drawn our at- 
tention to the general, almost universal 
lack of understanding of this most im- 
portant clause in the Insurance Con- 
tract, and the misunderstandings and 
sense of injury that result from the 
application of the clause in the adjust- 
ment of losses. 

“Tt seems to us a matter of the ut- 
most consequence that a correct under- 
standing of this necessary part of the 
insurance contract should be had by the 
local agent—the man who comes into 
most frequent contact with the assured 
~-the man from whom the assured gets 
most of his information in insurance 
matters—the man who suffers most 
from any resentment on the part of the 
assured over the application of the 
Clause in case of loss. 

“It is with the earnest desire to in- 
duce the local agent to familiarize him-. 
self (and through him the public), with 
the necessity, the provisions and the 
effect in loss adjustments of the Co- 
Insurance Clause, that the Missouri In- 
spection Bureau hereby offers to the 
members of the Insurance Club of St. 
Louis, the following prizes for the most 
correct, clear and succinct explanation 
of the Co-Insurance Clause, with illus- 
tration of its operation in the adjust- 
ment .of losses—the explanation that 
would in the most effective way put the 
assured ‘next’ to the real meaning of 
the clause, and tell him in a way he 
can understand how it would affect him 
in case of loss, viz.: 

“One first prize of $20; second prize, 
$15; third prize, $10. 

“The Insurance Club at a regular 
meeting to select three men, one of 
whom shall be an adjuster, to act as 
judges, who shall pass on the merits 
of the papers submitted by the members 
and award the prizes, and whose 4de- 
cision shall be final. 

“In the hope that the importance of 
the subject and the joy of competition 
may call forth some valuable exposi- 
tions and illustrations of the clause that 
might be used for the education of the 
public and the protection of the agent, 
this offer is submitted for your ap- 
proval, with the request that if you 








approve, you present it to the Club at 
your convenience.” 
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Subrogation In 
Ireland Burnings 


INSURANCE 





INSTITUTE TALK 





Companies Find it Difficult, to Distin- 
guish Between Malicious and 
Accidental Fires 





London, Dec. 22.—In a talk before the 
Insurance Institute of Ireland by Hector 
Hughes, a lawyer, with J. Harold Ayl- 
ward, manager of the Royal in the 
chair, the subject being the doctrine 
of subrogation, recent burnings in Ire- 
land were discussed. 

Subrogation, Mr. Hughes said, en- 
abled insurance companies in certain 
circumstances to step into the shoes 
of the assured for the purpose of suing 
third parties in contract and tort. 

Among the great number of recent 
burnings in Ireland, insurance compan- 
ies had found it difficult to distinguish 
which were malicious, within the legal 
definition of that term, and which were 
accidental. Where, in doubtful cases, 
demands for payment had been made 
by the assured, the companies had ex- 
ercised their legal right of applying for 
compensation for criminal injuries in 
the name of the assured. This they 
did by virtue of the doctrine of subro- 
gation, which is not, as has been stated, 
a branch of insurance law, but an un- 
derlying principle which can be applied 
to all cases which are conversant with 
contracts of indemnity, insurance or 
otherwise. That is the reason why it 
has become so intimately associated 
with the insurance business, and why 
it has assumed a new interest for Irish 
insurance men. 

Instances are numerous. Where a 
farmer’s stack of corn is burnt down, 
or a shopkeeper’s window is smashed, 
and an insurance company is forced to 
pay on foot of a policy, the company 
is entitled to stand in the place of— 
that is, be subrogated to the position 
of—the assured, who has been paid, for 
tha purpose of suing the incendiary or 
window-smasher if he can be made to 
pay damages. 

The basic principle underlying these 
cases is that the assured is not. en- 
titled to make a profit out of his insur- 
ance. It is a contract of indemnity, 
and when the assured has been paid 
he is bound to assist the insurers in any 
claims ensuring to them by virtue of 
this doctrine, and to act bona fide, so as 
not to prejudice the insurer’s rights 
in any way. The lecturer then dealt 
_with the technical details of the doc- 
trine of subrogation. : 


PENNSYLVANIA IN LINE 








Representative of National Associa- 
tion of Insurance Agents Lining 
Up Local Agency Memberships 





The National Association of Insur- 
ance Agents has been making a drive 
for membership in the State of Penn- 
sylvania, and so far its special repre- 
sentative, Carl Rieke, is meeting with 
very good success. 

After leaving the Pittsburgh district 
he visited all the towns in the Eastern 
part of the state, including Johnstown, 
Altoona, DuBois, Harrisburg, Lancaster, 
York and Williamsport and is at pres- 
ent located in Philadelphia. During the 
week of December 5 he called on four- 
teen local agents in Philadelphia and 
received a check with application in 
every instance. a 

If the Pittsburgh local agents are de- 
sirous of maintaining their membership 
in proportion to Philadelphia, every 
Pittsburgh member will necessarily 
have to obtain one new member. While 
it is expected that Philadelphia will 
have a greater local membership than 
Pittsburgh in proportion to its popula- 
tion, yet the interest in insurance mat- 
ters in Pittsburgh is greater than Phila- 
delphia, 
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North British & Mercantile Insurance Co. 


LIMITED 
76 WILLIAM STREET, NEW YORK 


CECIL F SHALLCROSS, Manager 
Assistant Managers 
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Insurance Company 
Has “Cheer” Committee 


GOOD WORK HELPING POOR 





Only One of Many Splendid Features 
Found in Hartford Company Home 
Offices 


al 
By H. F. JOHNSON 

Looking over the human side of the 
insurance business one finds many bits 
of interesting and humane copy that 
people would hardly believe existed. 
Take for instance the Hartford insur- 
ance clerks. Not a better and more 
sporty bunch could be found anywhere. 
Each insurance office has its clubs. 
Some of them have one for the girls 
and one for the men. The purpose of 
these is to promote good feeling and 
good fellowship. 

The various insurance clubs in Hart- 
ford are doing morq good for both the 
insurance business and charity than any 
other such organizations that I know of, 
The clubs have their baseball, basket- 
ball, bowling, and tennis teams as far 
as the sporting end goes and without 
exception they all have committees 
which look ut for the interest of 
their members and also for charity 
which has no connection with their busi- 
ness. 


Biggest Women’s Club in the East 

Take the Travelers Girls’ Club, with- 
out a doubt the biggest women’s club 
in the East. This is composed of 
women employes of the Travelers. With 
something like 2,400 members, spacious 
club rooms in the Home Office of the 
company are provided. The club has 
various committees such as athletic, 
music, cheer and benevolent. Each, of 
course, has its respective duties, but 
the cheer committee is the one which 
appeals to us most at this time. 

Having been founded in 1918 by this 
biggest of women’s clubs the committes 
has worked alone and with no publicity 
these four years and‘at this time re- 
ports the names of thirty-seven fami 
lies, including 89 children, as being 
on its books. The committee also has 
three women in the City Almshouse 
whom it looks after all year round. 
As to the work they have done in the 
past four years the report speaks for 
itself. 

The committee members visit the 
families on their list and in fact all 
their patienfs every two or three weeks 
and make note of the conditions when 
visited first and at present. Then 
steps are taken to give whatever aid 
is needed. In many cases groceries 
are sent every two weeks and children 
are provided with clothing and oftimes 
medical aid. 

How It Started 

The cheer committee was founded 
by Mrs. Helen Jeffers Hartleben who 
also acted as its chairman during 1918 
and 1919. Since that time Miss Loretta 
Kilpatrick has been the chairman. 


During the past two years the com- 
mittee has jumped ahead with long 
sweeping strides. Starting with fifteen 
families on its list they have now been 
able to increase the scope of their 
activities until they now are caring 
for three ladies at the Municipal Hos- 
pital and thirty-seven families. Thes2 
people are given care and nourishing 
food and clothing all year and not only 
at Christmas time as many people 
think. 

During the Christmas season the 
committee visited besides their regular 
patients the St. Francis Hospital, Hart- 
ford Hospital, Municipal Hospital, St. 
Vincent’s Community Home and the 
Newington Home for Cripple Children. 
They distributed baskets of fruit, dolls, 
candy, and in some cases ready-to-serve 
dinners. Two hundred-seventeen men 
in these various places were give 
smokes, eighty-six women were given 
candy and upward of fifty children were 
given dolls. These dolls by the way, 
were dressed by members of the club. 

Also during the past week the com- 
mittee gave 200 children a Christmas 
party. Each child was given a stock- 
ing full of pretty things and fruit, 
candy, nuts, ice cream, and cakes were 
there aplenty. This party was given 
in the assembly hall of the Travelers 
Building and the children attended on 
invitation only. 

The girls of the committee get the 
money to do this fine work from the 
members of the girls club. It has been 
the habit of the members, that is those 
who voluntarily care to, to give five 
cents each pay day—twice a month 
to the cheer committee. Many times 
the members of the men’s club also 
contribute. From this source the girls 
get upward of $100 each, 

The members of the present commit- 
tee are: Miss Loretta Kilpatrick, 
chairman; Miss Katherine Shea, Miss 
Florence Roper, Miss Harriet Johnson, 
Miss Betty Haertl, Miss Florence Dun- 
don, Miss Mae McCormick, Miss Mabcl 
Barnes. 





LUMBER MUTUAL’S BUILDING 

The Lumber Mutual Insurance Com- 
pany of Boston is to have a new build- 
ing. It will be located at Beacon and 
Raleigh streets. The building is to be 
of brick and stone, and will be 50 by 125. 








THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


EMORY WARFIELD, President 
PRED A. HUBBARD, Vice-President 
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WILLIAM Vornisom Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
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Thoroughly Competent 
Insurance Man 
at present manager of general 
agency and independent adjuster, 
would consider making a change 
Controls small brokerage account 
and is prepared to buy share of 
business if required. Fifteen years’ 
field and office experience in New 
England, New York and Middle 
Dept. Would consider field work 
or desirable agency connection. 
What have you to offer? 
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ASSURANCE CO. 


Incorporated 1833 


Toronto, Canada 
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Statement, January 1, 1921 
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A. G. Chapman, Louisville Agent, 
Says No Board Should Make 
Rules Clashing With Public Policy 





He Had Been Fined $50. Because Service and Influence of His Office 
Had Been Used Towards Installation of New Hydrant, Which 
Resulted in Lower Rates for Suburban Residents. 





A. G. Chapman, the prominent Louis- 
ville agent who led the historic fight 
of the Louisville board against the Fire- 
man’s Trust Company appointment, is 
the central figure in another contro- 
versy in that city where he has asked 
the board to revise a rule under which 
Mr, Chapman was fined $50 because 
certain residents of a Louisville suburb 
got reduced rates through installing a 
fire hydrant. The residents wanted the 
hydrant; they went to the Chapman 
office for advice; negotiations were 
successfully conducted; the rate went 
down; insurance went to the Chapman 
office. 

Now, Mr. Chapman has written a re- 
markable letter to the board in which 
he defends his action. From this dis- 
tance it looks as if Mr. Chapman were 
a progressive agent, very much on the 
job. The Louisville board for years 
bore the reputation of being a most 
autocratic and aristocratic body. As 
the years went by it made a choice set 
of iron-bound rules and stuck by them— 
in peace and happiness until the Fire- 
man’s episode followed by the Chapman 
incident. 

Letter to the Board 


Mr. Chapman says in part in his 
letter: 
Gentlemen: If local agents give any 


real thought to their business, and its 
future, they are certain to get together 
—competitors though they are—willing 
to give and take on the small things 
that come up that they may better ad- 
vance their own interests and at the 
same time perform a greater economic 
service to community, state and nation. 
I do not consider that an agent. just 
because he is an agent, has any divine 
rights but that. he must be prepared to 
justify himself as an economic factor, 
as well as a local agent. In the meas- 
ure that such agent justifies himself 
and his business to his customers, the 
organizations with which he is identi- 
fied justify themselves to the public at 
large. 


No organization can make laws con- 
trary to public policy and expect to en- 
force them, If time was when this 
could be done that time has passed, for 
in these days any case may be ap- 
pealed to that higher court of public 
opinion with every hope that right will 
prevail. 

The Louisville Board of Fire Under- 
writers is an old and honored institu- 
tion and as such serves as a model upon 
which agents of other cities may build. 
Recently, it has been through a crisis 
from which it rose triumphant, all be- 
cause it had a righteous cause and was 
supported not only by the highest court 
in its own state but by the even higher 
court of insurance opinion—agents and 
companies—all over the United States. 
It was victorious because it had per- 
formed a genuine service not only to 
its members but to the public at large. 
In other words it had demonstrated its 
usefulness as an economic factor. 

Where Line Should Be Drawn 

Strong as is the position of the Louis- 
ville Board today it cannot take the 
attitude of making rules that are 
against public policy, or read prejudice 
into those that are quite regular for the 
proper conduct of the business. It is 
true that some very proper regulations 
may prove a slight advantage to one 
member and a disadvantage to another, 
but when based on fairness and equity 
and where such rules are not contrary 
to public policy, such an organization 
deserves unanimous support and may 
demand and receive the respect and 
consideration of the community. 

For temporary selfish gain, jealousy 


or what not, you have seen members 
of organizations—whether insurance or 
other—who were willing to disrupt its 
unity, but my observation is that these 
short-sighted men sooner or later reap 
as they have sown. 


You all know that I am a firm: be- 
liever in organizations. I believe in 
local boards, in state associations and 
in the National Association. I have 
been willing to make sacrifices to ad- 
vance Our common interests, knowing 
that by so doing I was helping solidly 
to build our great business that is such 
a factor in the economic development 
of the nation. It is for these reasons 
that I am a member of the Louisville 
Board, the Kentucky Association and 
the National Association, It is for these 
reasons that I have been a member of 
the local board in whatever city I may 
have been stationed in business. 


The Hydrant Case 


Up _to this time I have dealt largely in gen- 
eralities. From now on I must be specific in my 
references to the Chapman Insurance Agency. 
It is my purpose so to conduct our office that 
no broker, or other outsider, or anti-organization 
man, will have any advantage over us in fair 
competition. To my mind the day has nassed 
when business is to be secured solely by friend- 
ship and good fellowship. Such factors must be 
hacked by genuine service to the property owner 
(which in the last analysis is service also to the 
community and to our companies) otherwise 
those with vision and aetivity will cut the 
ground from under us. The broker has built 
himself up on the shortsightedness of local 
agents who exnected to justify themselves 
through good fellowship and friendship without 
service. 


Up to a few weeks ago our office was a mem- 
ber of the Louisville Board in good standing 
when, by majority vote, you interpreted a rule 


of the organization in such a way as to cause us 
either to abandon the basis and essential method 
of conducting our business or withdraw from 
membership. I do not believe that is your in- 
tention but that the vote on the construction of 
Rule 16 under which we have been convicted was 
cast on the part of many without due considera- 
tion of all the factors involved. In other cases 
feeling may have been expressed rather than 
conviction. During the past two years while 
bending every effort to maintain the integrity 
of this organization, I suffered two stings at the 
hands of local contemporaries that amounted 
almost to indignities, but I did not permit them 
to influence my course in defending our organi- 
zation from what I considered unwarranted and 
unjust attack, though I could not but feel that 
advantage had been taken of me while engaged 
in work as much for your benefit as mv own. 

By your vote you have held that we violated 
Rule 16 of the Louisville Board of Fire Under- 
writers by securing reduced rates for certain 
suburban residents of Louisville through the in- 
stollation of a fire hydrant at no cost to this 
office. Properly to present the situation. IT must 
at this point quote the section of the rule under 
which you have adjudged us euilty and assessed 
a fine of $50. It reads as follows: 


“No member shall seek to obtain a risk 
by promising to secure a reduction in rate, 
nor to make improvements in a risk at his 
own expense; however, bringing to the at- 
tention of the assured improvements or re- 
quirements of the Kentucky Actuarial Bu- 
reau under schedule rating or other methods 
of rating shall not be constituted a viola- 
tion.” 

Stripped of non-essentials the facts are these: 
Residents near the corner of Stiltz and Aubert 
Avenues had for some time heen considering 
having a fire hydrant installed at that point, 
knowing that its installation would bring them a 
reduction in their rates of fire insurance. Our 
office placed at the disposal of these residents 
our professional, or official or agency services, as 
vou may care to designate them, without cost to 
us except for the time involved. In return for 
such service, the residents placed their insurance 
with our agency. 

This you hold involves a violation of the 
maior type. We cannot concede your position 
to he correct without changing the whole poliew 
of our office which is founded upon just such 
service. We must maintain at all times that we 
have a legal and moral richt to exchanee our 
service for business. If T have a virtue it is in 
being opposed to anything even resembling a 
rehate to the insured ard no ageney with which 
T have been connected has ever eiven hack one 
penny to secure business. The laborer is worthy 
of his hire and for the service we ceive every 
cert of commission due ws is exacted. 

Other collateral facts which may hove affected 
vour decision to held us eniltv of violation, 
thouch they really had no bearing upon the 
situation were as follows: 

1.—-The Chapman Agenev was authorized 
to act as agent for the residents in negotia- 
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Of Course You Know— 


what rent insurance is. You also realize the import- 
ance of tornado and windstorm, use and occupancy 
and trip transit, but do your clients understand 


Whether you solicit in a city of one hundred thousand or 
in a country town of seven hundred, you can increase your 
income by boosting your side lines and explaining how 
property should be covered for complete protection. 


Advice on any cover is yours for the asking. 
Eagle special agents are paid to answer questions, and the 
Advertising Department at the Home Office offers the valu- 
able assistance of such side line pamphlets as: 
Sprinklers 

“Yours? Was It Insured?” and “Every Day of Your Life.” 
Copies of each will be sent upon request. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 





“AMERICA Fore” 


Managing Branch Offices 


American 





“Certified | 


Misbehave,” “Desolation,” 


James A. SWINNERTON 
President 


Cash Capital: 


One Million 
Dollars 


San Francisco 




















tions with the Water Company for the 
installation of the hydrant, they (the resi- 
dents) agreeing to pay all expenses. 
2.—Each resident siidest the return pre- 
miums accruing from the reduction in rate, 
to cover his share of the said expense. 
3.—When sufficient of these pledges were 
in hand to more than cover all expenses, 
based upon reductions to accrue as certified 
by the Kentucky Actuarial Bureau, the Chap- 
man Agency advanced the funds necessary 
to cover the needed deposits with the Water 
Company and for postage and circular let- 
ters, to be repaid out of assigned return 
premiums, all with interest at 6%. 


All such advances have not been liquidated 
and we have a fund on hand more than sufficient 
to pay the $50 fine you have assessed against 
us and which we might hold were a part of our 
expense in’ the case, did we believe you were 
justified in vour construction of our position. I 
am quite willing to admit to you that to advance 
money even under such guarantees as we had is 
a dangerous precedent and prior to the filing of 
charges against us, I told your president that if 
he and your committee so held I would require 
the interested property owners to advance the 
money outside their assignment of return pre 
miums. However, such advances are made every 
day, in varying degrees—and considered quite 
regular. 

According to the Board’s interpretation, we 
have been found guilty under Rule 16 because 
we sought to “obtain a risk by promising to 
secure a reduction in rate’? and yet official in- 
formation that the rate concession would follow 
the installation of the hydrant was known to the 
interested residents lone before we were called 
into the case. Through cur service they were 
brought together at their own expense for con- 
certed action—and that is all. 


If you say that we cannot point out to the 
assured how to secure reduced rates or if we 
cannot act as his agent in carrying out improve- 
ments that he knows will secure rate concessions 
(all at no expense to us) vou strip our office of 
a service it has performed for many years and 
one that we consider its chief asset. To any 
rule looking to such circumscription of effort we 
cannot suhscrihe, nor do we believe. upon ma 
ture consideration. that a maiority of the T.ouis- 
ville Board members will hold that such an 
attitude is not in accord either with good busi- 
ness judement or public nolicy 

Tt is for these and additional reasons that we 
are asking the Board to reconsider its interpreta- 
tion of Rule 16. 





DON’T HAVE COLD FEET 





Good Advice to Agents Who 
Worried by Inroads of Non- 
Agency Mutuals 


Here is some good advice to agents 
sent out by George E. Turner, of Chi- 
“azo: 

Have you made it easy for 
tual during 19217 

You have if you have been 
them as gone forever. The Mutuals 
boast of the ease with which they re- 
new their policies. This boast is a 
challenge to you for the coming year. 

If you accept as a fact the unproven 
claim that the business which you have 
lost to the Mutuals is “gone for good” 
vou make it especially easv for the 
Mutuals to go after the rest of your 
business. Why not make a special list 
of anv policies which vou have lost to 
the Mutuals during 1921, and make it 
vour particular business to drive hard 
for those renewals in 1922? Why not 
pick ont a goodlv number of the net 
risks of the Mutuals in your communitv 
which were never on vour hooks. and 
give them the job of their lives to re- 
new that business? 

Why not talk this matter over with 
the other competent and well-informed 
Stock Company Agents in your town, 
and make a community effort of it? 
The pursuit of such a policy cannot fail 
to produce at least the following re- 
sults: 


1. You will get back some of the busi- 
ness which you have lost. 

2. You will get some new business 
from the Mutuals 

3. More important than either of the 
above, you will keep them so busy 
looking after their renewals and pro- 
tecting their own business. that thev 
will have little time to spend in attack- 
ing yours. 


the Mu- 


treating 





SHULTE WITH NORTH AMERICA 

Grattan B. Shulte, formerly with the 
Preferred Accident, has joined. the staff 
of the Indemnity Insurance Company of 
North America. He will have charge 
of its legal claim department in New 
York City. 
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A. H. TRIMBLE, Prest. 


Capital $600,000.00 





PITTSBURGH, PA. 
Incorporated 1871 
EDWARD HEER, Vice-Pres. & Sec’y 
H. J. A. FINLEY, Asst. Secretary 


Why not make room in your agency for a conservatively managed, 
medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for half a centur 


Assets $3,067,548.54 


Insurance Co. 


Net Surplus $585,340.40 





Agents Neglect - 
To Cancel Policy 


LOSS” HELD 


Another Case Involves Acceptance 
Application Sent By Mail And 
Proof of Loss 


“SOME VALID 





There are many precedents on which 
to base decisions on cases in fire insur- 
ance, but occasionally there are cases 
with new angles which come. up. 
“Hine’s Bulletin” prints a digest of the 
interesting cases’ each month, and the 
following are from the last issue: 


Fire Insurance—Acceptance of Apoli- 
cation Sent By Mail—Proof of Loss 
Where an application for insurance 

was taken by an agent and by him for- 
warded through the mails to the com- 
pany in another city, and substantially 
all the business between the company, 
and insured was conducted through the 
mails, the policy requiring notice to be 
sent in that manner, it was reasonably 
contemplated by the parties that the 
policy, when the application was ac- 
cepted, should be sent by post. 

Where the circumstances indicated 
that the parties contemplated that the 
acceptance of an application for insur- 
ance should be transmitted through the 
mails, the mailing of the policy, duly 
stamped and addressed to insured, was 
an acceptance of the offer contained in 
the application, which makes the con- 
tract binding on both parties, so that 
the insured could not defeat recovery 
of the premium on the ground that 
there was a failure of consideration, 
even though he mever received the 
policy. 

The rule that failure to make timely 
objection to the form or sufficiency of 
the notice or proof of loss amounts to 
a waiver of the requirements of the 
policy for such proof, applies only 
where there has been some apparent 
attempt by insured to comply with the 
requirements as to the furnishing of 
such proof. 

Where a policy of hail insurance was 
duly mailed to insured, but never re- 
ceived by him, so that he did not know 
the policy was in force when his crops 
were damaged by hail, and therefore 
did not give any notice to the company, 
a letter written by him after the com- 
pany demanded payment of the pre- 
mium, in which he agreed to pay the 
premium if the company would pay his 
damages, was not an attempt to make 
proof of loss so that the company’s 
failure to object to the sufficiency of 
the letter as proof of loss did not waive 
‘ the requirement of the policy that such 
proof be given. State Ins. Co. v. Lock. 
LVIII ns. L; J. 316. 


Where Agents Promised to Cancel But 
Neglected to Do So Before Loss 
Where the local agents of a fire in- 
surance company promised an insured 
to cancel so mucl’ of his policy as cov- 
ered certain household goods, but 
neglected to do so, and, after a fire in 
which the goods were destroyed, in- 
formed the insured of their neglect and 
that he had “some loss” under the pol- 
fey. and thereafter defendant’s specia} 
evoe* credited the insured’s premium 
uc.c for the amount of the premium on 





the household goods there was no can- 
cellation; the mere agreement to can- 
cel being insufficient. 

Where, because of the promise of 
local agents of a fire insurance com- 
pany to cancel insured’s policy covering 
certain household goods, insured pro- 
cured other insurance and the local 
agents failed to make the promised can- 
cellation, but after a fire destroying the 
goods, informed the insured that he 
had “some loss” under the policy, the 
company was estopped to assert as a 
defense that the insured had procured 
other insurance, the company issuing 
the other policy having paid only one- 
half of the amount thereof, on the 
ground of the existence of the ingsur- 
ance sued for. Clark v. Fidelity-Phenix 
Fire Ins. Co. of New York. LVIII Ins. 
L. J. 209. 





BOOSTED THEIR SALARIES 

J. D. Riddeil, a stockholder of the 
Individual Underwriting Corporation, 
216 Montgomery street, San Francisco, 
has brought suit against some of the 
officers, alleging that they boosted their 
Own salaries from $700, $800 and $1,000 
a month to $1,000 and $1,500. “The In- 
surance Brokers Bulletin” of San Fran- 
cisco asks: ‘‘Where did Mr. Riddell 
get the idea that a stockholder in such 
a concern has any rights except to sign 
on the dotted line when told to do so 
and to help pay the bills when the man- 
ager fails to make fifty cents do the 
work of a dollar?” 





SEVERE WILMINGTON FIRE 

The paid fire department of Wilming- 
ton, Del., which was inaugurated De- 
cember 1, on Thursday morning, De- 
cember 20, encountered one of the most 
destructive fires and one of the severest 
fire fighting tests that has occurred in 
that city for some time, due to the 
intensely cold weather and the com- 
bustible nature of the contents of the 
structures and a high sweeping wind. 
By three and a half hours of hard 
and efficient work the flames were 
confined to a half-block of buildings, 
embracing the furniture warehouse ot 
Miller Brothers & Co., the plants of 
the Mercantile Printing Company and 
the New Castle Leather Company and 
six frame dwellings. The total esii- 
mated loss is $300,000, about half cov- 
ered by insurance. 
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National Fire Insurance Company | 
OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 


LIABILITIES 
NRE ts Oe as 5 a deseo hcsspuiacansoscadeshsckackices $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Reserve, 
MR TUNED, os Jduacdnchy debe vasa sssssduisdiecabewasicseendeee 15,754,759.88 
Unsettled Losses and Other Claims................ccssccccsoes 3,251,740.70 
Net Surplus over Capital and Liabilities piesellbseeedgeeeenasies 104, 
Total Assets January 1, 1921............ + +++ $27,111,498.98 


Smith, President S. T. Maxwell, 


& 8. Roulet, Ass’t Secretary F, B. Seymour, Treasurer 
F. Cowee, Asst, Secretary 


SURPLUS TO POLICYHOLDERS. veeeeceee + »98,604,998.40 
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IMPORTANT MUTUAL RULING 





Indiana State Board Says Trustees 
Should Not Bind Their Principals 
in Mutual Companies 





That trustees of public property have 
no right to bind their principals to 
membership in a mutual company and 
thereby incur liability for assessments 
is the position taken by the State Board 
of Accounts of Indiana. This board 
has charge of auditing the accounts of 
the state and all the political sub-divis- 
sions, and the ruling just issued is as 
follows: 

“Relative to mutual insurance com- 
panies and placing of insurance therein 
by school corporations we have advised 
as follows: 

“Section 4653, B. R. S. 1914, provides 
that: ‘Every person insured by such 
company shall be a member thereof so 
long as he shall be insured.’ 

“Section 4651, B. R. S, 1914, provides 
that: ‘Every person who shall become 
a member of such company shall either 
in the written application or in the pol- 
icy assume a liability of not more than 
seven times the amount of the annual 
cash premium named in the policy and 
such liability may be expressed in the 
policy issued, or in lieu thereof such 


applicant shall deposit his promissory 
note.” * * 


“It is our pre that inasmuch as 
a policyholder in a mutual insurance 
company becomes a member of such 
company, members of a school board or 
a township trustee are not authorized 
to bind their corporations to member- 
ship and cannot insure a public prop- 
erty in a mutual company. 

“The statutes clearly provide that 
moneys raised for school funds shall 
be used for school purposes only. If a 
school corporation insures in a mutual 
company it will be liable for assess- 
ments of other policyholders of said 
company and will be called upon to pay 
its proportionate share of losses which 
have no relation whatever to school 
The expenditure of moneys in payment 
of such losses would be diverting school 
funds to channels not contemplated or 
provided for by statute.” 
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‘Sobrinos de Ezquiaga 
Established 1821 
GENERAL INSURANCE AGENTS 


Offer Facilities for Writing Large Lines 
in the Islands of 


Porto Rico and Santo-Domingo 


First-Class Companies 
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FLOATER, MAIL PACKAGE, 
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pigeon Office: 
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MUTUAL V. STOCK 

A certain mutual liability and work- 
men’s compensation company, domiciled 
in Iowa, recently flooded the state with 
full page advertisements setting forth 
quite a glowing statement of its finan- 
cial condition and also calling to the 
attention of the public that it had been 
severely maligned by the stock insur- 
ance companies, Some of the largest 


policyholders of the Federal Surety for-° 


warded copies of the advertisement to 
the office, asking why they should pay 
more than the premium charged by 
the Mutual. Among these policyholders 
were some stockholders of the Federal 
Surety Company. The following com- 
parison is from the Federal general 
manager’s reply: 


Federal Mutual 
Net admitted assets, 
Dec. Gi, 1920; ..5. $658,208 $522,726 
Liabilities, excepting 
capital, Dec. 31,1920 35,929 400,741 


Cash capital paid up 

DOC. BL, LOLs 0 sa 518,825 None 
Surplus as_ regards 

policyholders Dec. 

0 ER | | re 622,279 115,985 
Net admitted assets 

at time of examina- 

WANN sol aei tears acoceestare 869,586 
Additional non-admit- 

ted assets, at time 

of examination .... 
Liabilities, excepting 

capital, at time of 

examination ...... 190,917 
Deposit with state for 

the protection of 

policyholders, at the 

time of examination 424,350 None 
Surplus as_ regards 

policyholders at the 

time of examination 678,668 6,132 


After studying the above comparison, 
the buyer of insurance, seeking real 
protection, will readily admit that the 
Iederal is entitled to charge more. 


540,695 


534,563 





HAVANA STRIKE ENDED 

Cable advices from Cuba to the 
Board of Underwriters of New York 
contain the cheering news that ‘the 
threatened congestion of cargo on 
Havana wharves has been avoided by 
the ending of the strike of union truck- 
men. They went out in sympathy with 
the organized dock workers and for 4 
few days underwriters conjured up vi- 
sions of another freight jam at Havana 
similar to the costly congestion during 
1920. E. G. Driver, secretary of the 
Board, made inquiries regarding the 
seriousness of the situation and was 
informed of the amicable settling of 
labor difficulties. 





299,592 48,355. 





Jar 





D 


eS Ls Ell 





January 6, 1922 


THE EASTERN UNDERWRITER 

















Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD INSURANCE AGENCY of Watectovor 1.2. 
43 Cedar St., 40 Clinton St., 
| New York City Newark, N. J. 


Agricultural Ins. Co. of Watertown Fireman’s Fund 
Atlas Assurance Co. Home Fire & Marine 


° Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
age, Riot and Explosion In- 
surance. 

E. A. MORRELL, 205 Walnut Place, Phila., Special Agt. MIDDLE DEP’T. 
JAMES J. GARLAND, 514 Eighth Ave., Brooklyn, Special Agent 

N. Y¥. SUBURBAN & NO. N. J. 
E. J. PARMELEE, Syracuse, N. Y., Special Agent. NEW YORK STATE 
GEORGE SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 
F. F. BUELL, Troy, N. Y., Special Agent........NEW YORK STATE 


Nationale of Paris 
Rhode Island Insurance Co. 



































Cynical Views Of 
Prominent Adjusters 


COMPANIES PAY FOR PRESENTS 








December bosses Heavy; Moral Hazard 
Still Prominent Factor in Business 
Fires 





December brought no respite to the 
adjusters in the fire insurance busi. 
ness; rather did it bring more work. 
Experienced loss-men always expect a 
heavy volume of business in the clos- 
ing month of the year, and this De- 
cember proved no exception. Two of 
the best known adjusters in the fire 
insurance world told a representative 
of The Eastern Underwriter that the 
losses reported through their office now 
number around forty a day whereas 
but a few years ago ten was a record. 

When asked if the December losses 
were due to the hazards typical of 
the Christmas holidays, one adjuster 
said, “No, they were not caused by 
Christmas tree fires; the assureds were 
looking for Christmas presents.” The 
other said, “The assureds were not 
shaking the Christmas tree; they were 
shaking the plum tree.” And the gen- 
eral opinion among the loss men 1s 
that the number of questionable fires 
this past year is the greatest in the 
history of the business. 

Speaking of the volume of losses, one 
of the adjusters remarked, “I noticed 
in The Eastern Underwriter that Mr. 
Bament of the Home thinks that the 
peak has been reached. I agree with 
him; it is being reached every day. 
Seriously, I hope Mr. Bament is right.” 
During the course of the conversation 
with the two adjusters it developed 
that one thinks the present wave of 
heavy losses will sweep on until the 
twentieth of January, and the other 
thinks that it will continue for three 
more months. 

Passive Moral Hazard 

Both of these prominent adjusters 
are convinced that the moral hazard 
has played an extremely important: 
part in the large volume of losses which 
has been reported since the depression 
period first began in general business. 
It is their opinion that the active moral 
hazard has decreased somewhat in the 
past month but that the passive mora} 
hazard offsets this decrease. 

At first, when prices were falling, 
there were many fires which occurred 
at opportune times for the owners of 
large stocks of high-priced goods. This 
type of fire continued for several 
months, or until the majority of the 
general lines of business had disposed 
of stocks on hand. A number of heavy 
losses aided in this disposal of stocks, 
and it seems to be the consensus of 
opinion among fire insurance adjusters 
that the insurance companies had to 
pay for the stocks in far too many 
instances. 

Lately, with many firms carrying low 
inventories, there has been less need 
for “helping” fires. But the moral 
hazard has not disappeared. 
a merchant or manufacturer there is 
still need for a much more rapid turn- 
over in their business. As a conse- 
quence they are not quite so careful in 
regard to the fire hazard as they would 
be if they were experiencing a rising 
market. Precautions usually enforced 
in their establishments are winked at 
—they realize that a fire would help 
matters greatly. And it is this passive 
moral hazard which is so hard to prove. 


To many 


How Garages Are 
Rated on Merit Plan 


BASED ON LOSS EXPERIENCE 


Examination of Outside and Inside Ex- 
posures and Loss Records Fix Rates, 
Says F. M. Smith 








Details of the merit rating plan for 
garage risks, puzzling to some auto- 
mobile underwriters, are explained by 
F. M. Smith, assistant superintendent 
of the automobile department of the 
National Bureau of Casualty and Surety 
Underwriters in an. article published in 
“Service.” Mr. Smith states that he 
wrote the following explanation of the 
principles of garage rating in response 
to a large number of inquiries ad- 
dressed to the Bureau from underwrit- 
ing departments of insurance 
panies. 

“Briefly, the process involves an ex- 
amination of the physical characteris- 
tics and the loss experience of the risk, 
writes Mr. Smith. “The physical data 
are supplied by the assured on the ap- 
plication form furnished by the com- 
pany, and the experience is submitted 
by the insurance carriers for the past 
three years. 

“The division of the payroll indicates 
whether the garage’s exposure is most- 
ly ‘outside’ or ‘inside.’ Outside ex- 
posure is taken to mean the amount 
of actual automobile driving by sales- 
men, dcmonstrators and other employes. 
The inside exposure relates to the 
actual operations within the premises 


com- 


such as repair work, body building, 
washing and upkeep work. Obviously, 


of two garages in the same territory 
with equal payrolls, the better risk 
from a physical standpoint is that one 
which has fewer employes operating 
automobiles. The garage which con- 
fines its activities exclusively to repair 
work presents a minor outside hazard 
and is cons‘dered a desirable risk. 
‘Dead storage’ gurages and automobile 
‘laundries’ have practically no outside 
hazard and are given credit for this 
condition. There are some storage 
garages, however, that make it a prac- 
tice to call for customers’ cars and 
deliver them. This outside hazard has 
to be considered in deciding upon the 
rates. 


“Sales agencies handling the higher 
priced cars must maintain a sales force 
in proportion to the amount of business 
done. The larger agencies have dem- 
onstrators who are continually ‘showing 
off’ the good points of cars to prospects. 
On such risks the outside hazard is con- 
siderable. Certain makes of cars, such 
as Fords and Dodges, ‘sell’ themselves 
and the demonstrating hazard is prac- 
tically absent for those dealers who 
handle such cars. 

“A garage risk may appear to be 
entirely normal or even better than the 
average from the physical viewpoint. 
A poor experience record, however, mzy 
entirely invalidate any credits accruing 
from the physical characteristics; for, 
after all, the past loss record is the 
most potent factor in determining 
whether or not the risk is better or 
worse than the average. The volume 
of the experience data must be carefully 
considered, both as regards the size of 
a risk and the number of years of ex- 
perience available. Whether a risk be 
large or small, one year’s exposure is 
not a fair indication of the trend. One 
or two large losses over a period of 
three or four years should not be al- 
lowed to count too strongly. On the 
other hand, a succession of losses in- 
dicates an accident frequency which i, 
undeserving of any rate reduction.” 





NATIONAL UNION BUYS’ UNION 





One Pittsburgh Company Absorbs An- 
other; Will Take Over Home 
Office Organization 





The National Union of Pittsburgh has 
purchased outright control of the Union 
Fire, also of Pittsburgh. The liabilities 
of the latter company are assumed by 
the National Union, according to Presi- 
dent Cole. while the agency force of the 
Union will be absorbed and the home 
office space transformed possibly into 
a city devartment. Edwin J. Krueger. 
the capable and well-liked secretary of 
the Union, is expected to be placed 
with the efficient organization of the 
purchasing company. 

The Union. with assets of $422.000 
and an unearned premium reserve 
amounting to $141.804, has had an aver- 
age wnderwriting loss ratio over a 
period of ten vears, but an expense 
ratio of 45%, slightly in exeess of the 
normal. Many good accounts are held 
hy the companv and the profits of these 
will accrue to the National Union. 
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Line Capacity 


OCAL AGENTS can find ample 

capacity and attentive service for 
handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 














Litigations Delayed 
1921 Adjustments 


ATTACHMENTS TOO NUMEROUS 








Assureds Who Assigned Policies to 
Creditors Naturally Aroused 
Feelings of Suspicion 





Loss adjustments during 1921, par- 
ticularly in the South, were marked 
by an extraordinary number of litiga- 
tions, adjusters say. These were the 
results primarily of assignments aud 
attachments by creditors who swarmed 
down upon assureds immediately on 
being informed that fire losses had 
occurred. The wholesale entrance of 
creditors upon the stage naturally lent 
color to the suspicion that bad moral 
hatard risks were playing an importany 
role in the tremendous increase of 
heavy claims throughout the country, 
and this required a retardation of the 
wheels of adjustment. 

To protect themselves many fire com- 
panies were forced to contest a host of 
claims involving assignments and at- 
tachments in order to prove the undis- 
puted right of creditors to participate 
in insurance adjustments and also to 
eliminate as far as possible all doubts 
as to the accidenta( origin of fires. 

In more than one instance claims 
were dismissed on sound evidence that 
the assured had connived with his own 
conscience to throw the burden of pay- 
ing his fiscal obligations over onto the 
shoulders of his fire insurers by the 
simple expedient of touching a match 
to his tangible assets. Fire insurance 
companies dislike to become involun- 
tary parties to financial tangles and 
bankruptcy proceedings and the fre- 
quency with which fire losses have 
been accompanied by the entry of de- 


mands from impatient creditors has 
greatly hindered the celerity with 
which companies desire to make ad- 
justments. 


The adjustment situation has started 
to improve with respect to the use of 
the courts to decide the legality of 
claims, but court calendars are so 
choked with cases of every conceivable 
nature that many suits will not come 
to trial for months. Improvement is 
noted chiefly in the diminishing num- 
ber of claims becoming the bases for 
litigation; more and more fortunately 
are being settled through the normal 
channels used when claims have no 
taints of suspicious origin or are not 
complicated by questions of rightful 
ownership. 


BLUE GOOSE IN QUAKERTOWN 

The next meeting of the’New York 
pond of the Blue Goose will be held in 
Philadelphia, January 16. Dinner will 
be served in the Gold Room of Hotel 
Adelphia at 6:30 p. m., after which a 
large class of Goslings will be initiated. 

Ganders from the New York pond 
will take the 4 o’clock train from the 
Hudson Terminal via the Pennsylvania 
Railroad, connecting with the Philadel- 
phia express at the Manhattan Trans- 
fer. The wielder of the Goose Quill 
hopes to be able to secure special cars 
for the delegation if reservations are 
made at once. 
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Mississippi Situation 
Described By Buswell 


WRITES TO NEW YORK BANKER 
Insurance Business Not Only One Con- 
cerned By Action of State Officials, 
He Says 








F. C. Buswell, vice-president of the 
Home, has written a letter to W. H. 
Bennett, vice-president of the American 
Exchange National Bank of New York 
City, in which he graphically outlines 
the present treatment of corporations 
by the state of Mississippi. He dis- 
cusses bond and stock holdings, and 
the annoyances to which corporations 
of all kinds are subjected, and declares 
that as long as the law under whica 
the revenue agent exists and acts con- 
tinues in force “no corporation can feel 
immune from his predatory attentions.” 
Mr. W. H. Bennett, Vice-President, 

American Exchange National Bank, 

No. 128 Broadway, New York City. 

Dear Mr. Bennett:—-Referring to your 
request that I write you about the 
situation in Mississippi, the story is, 
briefly this. ° 

In December, 1920, suit was brought 
against practically all the fire insurance 
companies doing business in Missis- 
sippi by the revenve agent, an official 
whose only compensation is 20% of 
whi atever he may be able to collect, al- 
leging violation of the Anti-Trust law 


al demanding penalties aggregating 
more than a thousand million dollars. 

To prove his charges he relied on 
the fact that the companies were sub- 


scribers to the services of a bureau 


furnishing inspections and ratings and 
which was chartered by the State for 
that purpose The suit was tried in 
the Chancery Court and sixty-two com- 


panies which were found guilty were 
fined at the rate of $200 per day for 


about two years and $25 per day for 
about ten years, the maximum fine be- 
ing $195,875 in the case of companies 
that had done business in the State 
during the entire period. Of course, an 
appeal was at once taken to the Su- 
preme Court where the case is now 
pending. One of the first things the 
revenue agent did was to attach all 
balances in th2 hands of our agents, 
and receivers, appointed by the court, 
now hold about $700,000 belonging to 
the companies awaiting the outcome 
of the suit. Naturally the companies 
ceased doing business in the State 
when the suit was filed and for more 
than a year owners of property in Mis- 
sissippi have been taking such policies 
as they could get, some of them issued 
by institutions of a class they would 
not think of accepting under other con- 
ditions. This is a point I presume the 
bankers have not overlooked. The 
latest development is a writ of gar- 
nishment in which 257 corporations, 
including railroads, telegraph and tele- 
phone companies and industrial cor- 
porations and life insurance companies 
are called upon to appear on January 
2nd and state what, if anything, they 
owe to the fire companies, and pre- 
sumably, to pay same into court or to 
the State. 

This action has served to bring the 
matter forcibly to the attention of a 
number of important and influential 
people who, possibly for the first time, 
will realize what it means to do busi- 
ness in Mississippi. Probably it will 
annoy them more than it will injure 
the insurance companies, which is to 
be regretted, but there is one phase 
of the matter as it affects them which 
some of them may regard as worthy of 
serious attention, and that is the effect 
it has had and will have on the market 
for their securities. 

The insurance companies lost no time 
in disposing of their holdings of bonds 
and stocks of these corporations. My 
own company sold bonds of various 
issues of one of the railroads to the 
amount of $671,000 and of two others 





$800,000, and before the next coupons 
fall due will sell bonds of other cor- 
porations to the amount of $800,000 par 
value. This was done not because we 
were dissatisfied with the investments 
or that we believed the revenue agent 
could succeed in getting possession of 
the securities, but becawse it was the 
simplest way to avoid annoying and 
expensive litigation. Several of our 
banker friends have lately offered us 
Mississippi state bonds and they at 
least now understand quite clearly that 
this situation has more than an 
academic interest for them and their 
fellow bankers. 

While the law under which the rev- 
enue agent exists and acts continues 
in force no corporation, especially no 
foreign corporation, can feel immune 
from his predatory attentions. There 
are honest, and enlightened, people in 
Mississippi who understand that this 
and other similar laws have operate1 
to the prejudice of the state and are 
quite sufficient to explain its backward 
condition. Neighboring states enjoying 
no greater natural advantages have 
made wonderful progress in recent 
years and there is no reason why Mis- 
sissippi should not share in the benefits 
of modern civilization except the atti- 
tude of her law makers towards capital 
and enterprise. 





NEW BRONX OFFICE 


Shaw, Rockwell & Sanford, succes- 
sors to Shaw & Co., Manhattan real es- 
tate and insurance brokers, have open- 
ed a branch office at 1972 Jerome ave- 
nue, Bronx. The new office is com- 
pletely equipped and maintains direct 
telephone communication with the Man- 
hattan office, 





G. H. REES GOING TO EUROPE 


Gomer H. Rees, former counsel of 
the Continental, and now with Alberti, 
Baird & Carleton, is going to Europe in 
connection with the business of that 
progressive brokerage concern. 


anes ee 








CLARKE MADE SECRETARY | 











George A. Clarke, who recently re- 
signed as secretary of the Home, has 
been made secretary of the Continental, 
and will be in charge of the New York 
City business. He has the old office of 





GEORGE A, CLARKE 


James J. Hoey on the street floor at 
80 Maiden Lane. <A_ story of Mr. 
Clarke’s career was printed in The 
Eastern Underwriter of last week. 





EK. W. Law, of the Royal, has been 
elected vice-chairman of the executive 
committee of the Western Automobile 
Conference. 
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The Sign 
of Good Casualty Insurance 





Guarantee and Accic dent 
Company, Limited 


OF LONDON, ENGLAND 


HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 
co-operation with its agents. 


———— 


Over sixty years 
of public service 





INCORPORATED 1860 





UNITED 
FIREMEN’S INSURANCE 


OF PHILADELPHIA 


HOME OFFICE 
430 Walnut Street 
PHILADELPHIA 


F. W. LAWSON, 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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Inland Marine Sales Talk 


By W. A. B. 


During my experience in the inland 
marine and ocean marine game, not 
only as loss adjuster, but principally 
during later years as insurance bro- 
ker, I have been amazed that so few 
domestic shippers carry inland transit 
insurance. It appears that they feel 
the railroad bill of lading protects them 
in the event of loss and for this reason, 
they should not insure. Only recently 
I was talking to the manager of the 
largest chain grocery stores in Amer- 
ica, and he stated quite freely that they 
never insured.their domestic shipments, 
because they felt that the railroad com- 
pany would pay any claim in the event 
of loss. 

On account of the fact that in a pre- 
vious capacity I handled considerable 
inland marine claims for one of the 
largest underwriters in America it may 
be a matter of interest to your readers 
for me to point out some the many 
reasons why domestic shippers should 
always carry an inland transit floater. 


Not Responsible For Act of God 

First: The transportation company 
is not responsible for the loss of, or 
destruction of goods, through the act 
of Providence, commonly termed by the 
transportation companies, an act of 
God, such as the destruction of goods 
by fire through a stroke of lightning, 
or damage to the goods caused by 
flood. 

Second: The transportation company 
is not responsible for loss of, or dam- 
age to goods arriving after the forty- 
eight hours allowed for delivery at 
destination, provided they have sent 
a notice of arrival to the consignee, 
irrespective of whether the consignee 
received the notice or not, the carrier 
having proof of having sent such a 
notice, is relieved of liability, inasmuch 
as the transportation company cannot 
be held accountable for the safe car- 
riage of such a notice through the mail. 

Third: The transportation company, 
as has been well established, is not 
responsible for forged bills of lading. 
It would be an easy matter for a truck- 
man to forge a signature on a blank 
bill of lading, deliver the bill of lading 
back to the shipper, and depart for 
parts unknown. 


Fourth: Under the common law goods 
delivered into the custody of the trans- 
portation company are presumed to be 
the property of the consignee and if 
they are not delivered the consignee, 
being the owner, would be obliged to 
pay the shipper for the goods, and take 
his chances for collecting from the 
transportation company. 

Fifth: There is nothing in the bill 
of lading of a transportation company 
which obligates it to pay claims for 
loss or damage within a definite period, 
and, often, the shipper is obliged to 
wait for months before settlements of 
claims are made with him; whereas, 
under the provisions of a transit policy, 
he would receive his money within 30 
days from date of presentation of prop- 
er proofs of loss. 


Months’ Notice and _ Limited 
Liability of Railroad 
Sixth: The transportation company 
is not liable for loss of, or damage to 
the goods where claims are not pre- 
sented by the shipper within four 


Four 


months from date of delivery, or, in 
the event of non-delivery, within four 
months after a reasonable time for 
such delivery to have been made. The 


shippers, in many instances, are obliged 
to pocket their losses owing to neglect 
or oversight on the part of their em- 
ployes presenting claims to the trans- 
portation company within the time 
specified. 

Seventh: The railroads are entitled 
under the law, to limit their liability 
to $100 per package, or $10 per 100 
pounds in the case of many commodi- 
ties, and, if such goods are lost, the 
railroad is only liable for this valua- 
tion, which usually is very much less 
than the true value of the goods, which 
could be collected in full under a trans- 
it policy. 

Eighth: The transportation com- 
pany’s liability, of course, covers only 
while goods are in their custody, or 
from station to station. There is how- 
ever, a great risk of loss of goods while 
on trucks, either shipping or delivery 
end, and the opportunity for recovery 
for loss of goods, while in the posses- 
sion of truckman, is very remote, ow- 
ing principally to the financial condi- 
tion of the truckmen, and this risk is 
very great, owing to the condition of 
unrest and discontent so generally 
prevalent at the present time, Insur- 
ance would protect the domestic ship- 
per against this condition. 


Story About a Knitting Mill 


I am going to relate an actual case, 
on two points which I have brought 
out, which happened with one of the 
large knitting mills located in a New 
England city a short time, and this 
should be of particular interest to do- 
mestic shippers and to agents and bro- 
kers interested in this particular line. 

“Good morning, Smith,” said Mr. 
Warnig, president of the Good Work 
Knitting Mills, located in a large New 
England city, upon entering his office 
one morning after a restless night. 
“How is that $100,000 order of woolens 
for Gray & Co. of Seattle coming 
along?” 

“Very well, sir,” replied Smith. “We 
have been working on this order for 
the past two nights and have com- 
pleted it, and the 100 cases are being 
delivered to the trucking company this 
morning for shipment.” 

“Fine. You know we have spent 
a lot of money on that order for labor 
alone.” 

“Yes sir,” commented Smith. “The 
shipment consisting of 100 cases of 
woolens was delivered to the trucking 
company for carriage to the transpor- 
tation company, twenty-five cases to 
the load.” 

A few hours later Smith excitedly 
entered the president’s office. “Sir, I 
have been informed that one of the 
truckloads of our goods has been stolen, 
truck, horses and all, while the driver 
and his helper were at lunch. The 
police have been notified and they are 
working on the case,” he exclaimed. 
“What,” said Warnig, more excited 
every moment, as he realized that $25,- 
000 of the firm’s money has been lost, 
in a twinkling, “we must hire detec- 
tives at once.” The goods were never 
recovered. It developed that the truck- 
ing company had little or no assets, 
and the Good Work Knitting Mills were 
out $25,000. 

Several weeks after, Smith entered 
Warnig’s office. “A telegram from Gray 
& Co., Seattle, stating their shipment 
has not arrived.” Warnig exclaimed: 
“Haven’t we bills of lading from the 
transportation company for the sev- 
enty-five cases?” “Yes sir,” replied Mr, 
Smith. “Get after this matter at once, 
Smith,” shouted Warnig. 

Smith, after several months of cor- 
respondence with the transportation 
company, received word in connection 
therewith, and entering Mr. Warnig’s 
office said, “I have been informed by the 
transportation company that the sev- 
enty-five cases of goods for Gray & Co. 
arrived at their destination in due 
course. Prompt notice was sent to 
Gray & Co. of the arrival, notifying 





them that if the goods were not re- 
moved within forty-eight hours, they 
would be stored at owner’s risk. The 
goods were not removed, and they were 
destroyed by fire, while in the ware- 
house at destination. Gray & Co. state 
they never received a notice.” Warnig 
said: “We are ruined. Call up Beck, 
our attorney, at once.” “Quite unneces- 
sary,” said Smith. “I have already 
communicated with him and he ad- 
vises me that the transportation com- 
pany is correct.” 
Taking a Big Chance 

From these concrete cases you will see 
that the domestic shipper who does not 
carry inland transit insurance, is laying 
himself open to all kinds of losses, 
which he should not do. They say ex- 
perience is a good teacher and I sup- 
pose many merchants do meet with 
disaster before they learn their lesson. 
However, I have only pointed out a 
few of the many reasons why they 
should be protected with this form of 
insurance. There are just as many 
more as above quoted, but it should 
suffice as a warning to domestic ship- 
fers that when they see railroad car- 
riers employing the best legal minds 
and training their claim men in the art 
of denying liability, that there must be 
many loopholes through which carriers 
may escape liability in the event of loss. 

The cost of this form of insurance is 
insignificant and can be procured from 
the best companies in the American 
market. 





Credit of Premium to Broker 
Not Payment to Company 


It appears that the insured had sold 
hardware to a firm, of which the broker 
who secured the insurance was a mem- 
ber, and claims to have paid the pre- 
miums by crediting the amount of the 
premiums against a debt due from the 
broker’s firm for hardware. This trans- 
action is claimed to constitute a pay- 
ment of the premiums to the company. 
It seems absolutely clear to me that the 
premiums have not been paid. In the 
first place, while there may be some 
ground for a claim that the authorities 
are divided on the subject, the clear 
weight of authority in Pennsylvania is 
to the effect that a broker is not the 
agent of the company for the receipt 
of premiums; that he represents the 
insured and that payment of the pre- 
miums by the insured to him does not 
constitute a payment to the company. 
Assuming, however, that this is not 
true, nevertheless there has been no 
payment in this case for two reasons: 
In the first place, the credit on account 
of premiums was not given to the 
broker but to a firm, of which the broker 
was a member. The broker acted as 
such and represented the company, if at 
all, individually, and not through his 
membership in a firm dealing in retail 
hardware. If the broker represented the 
company for the receipt of premiums, 
cnly a payment to him individually 
could possibly be held to constitute a 
payment to the agent of the company. 
Payment to the firm was not payment 
to him individually and did not neces- 
sarily place the proceeds of the credit 
in his control. It placed it in the con- 
trol of the members of the firm for ac- 
count of the firm. The company has 
no relations whatever with the hard- 
ware firm, of which the broker is a 
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member, says 
department. 
But even aside from this point, the 
credit allowed by the insured against 
the debt due from the broker’s firm was 
not a payment of premiums in any con- 
ceivable sense. It was not a payment 
of money or the equivalent of money. 
It did not increase the assets of the 
hardware firm, of which the broker was 
a member, but merely reduced a lia- 
bility of that firm. Therefore, the pre- 
mium due to the company by the in- 
sured was not in any sense transmitted 
to the firm to which the credit was 
given and that firm has never held any 
money constituting a premium on the 
policies. The only thing delivered by 
the insured to, the retail hardware firm 
was hardware, and I have yet to learn 
that a broker’s authority goes to the 
extent of accepting on behalf of the 
company a consignment of hardware as 
a substitute for the premium due for 
its policies of insurance, nor is there 
any suggestion that the credit given 
by the insured to, the retail hardware 
firm was authorized by the broker. 


the Continental’s loss 
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Re-Insurers Call For 
Bordereaux Reforms 


WANT DETAILS OF ALL RISKS 


C. E. Gelding, Treaty Re-insurance, 
Criticizes Simplified Systems De- 
veloped in War Period 
Pleas for reformations in marine re- 
insurance agreements were made by 
Manager C. E. Golding of Treaty Re- 
insurance, Ltd., of England, in an ad- 
dress delivered recently before the 
Insurance Institute of Bristol. Mr. Gold- 
ing characterized the question of in- 
ducing ceding companies to. tender 
prompt bordereaux to their re-insurers, 
to be one of the vital problems of the 

day. 

The subject of delayed bordereaux is 
not new, and rumblings trom re-insurers 
have harassed American ears since the 
war period. Most evils in connection 
with the unbusiness-like handling of 
treaty re-insurance were attributed di- 
rectly to unavoidable conditions which 
developed during the war. A reorgani- 
zation of re-insurance is now proceed- 
ing slowly with special pains being 
taken to place it upon a firmer basis 
internationally and to institute proper 
systems of acquainting re-insurers of 
their exact lines through regular an‘ 
complete bordereaux. 

“Latterly a practice has arisen on the 
part of ceding companies of making it a 
condition of the treaty that no bor- 
dereaux shall be given,” asserted Mr. 
Golding, “a practice due, in the first 
instance, to shortage of staff, and since 
continued owing to its manifest saving 
of detail work. Under such a system 
the ceding company merely renders a 
quarterly account showing the aggre- 
gate premiums allocated to the treaty 
and the claims, commission, or other 
outgo arising thereunder, simplicity it- 
self from the book-keeping standpoint, 
but indicating nothing whatsoever to 
the re-insurer of the nature and situa- 
tion of the risks! 

“If by withholding bordereaux, the 
great ceding companies limit and re- 
strict the prosperity of the re-insurance 
offices, it is abundantly clear that they 
will defeat their own object. The com- 
plications and ramifications of modern 
civilized life make adequate re-insur- 
ance facilities a prime and ever-increas- 
ing necessity, but re-insurance as a 
business is doomed to failure unless 
transacted on exact and scientific lines.” 


BROUGH SUCCEEDS COLBY 

Percy W. Brough, for eight years 
associated with the marine brokerage 
house of LaBoyteaux & Co,, New York, 
has been appointed Boston agent of the 
Atlantic Mutual to succeed William R. 
Colby, who was obliged to retire be- 
cause of ill health. Mr. Colby held the 
post at Boston for many years and is 
extremely popular with other members 
of the small intimate circle of marine 
men there. His son, Henry L. Colby, 
and George E. Hodgkins will be asso- 
ciated with Mr. Brough in the adminis- 
tration of the marine office in Boston. 
During the war Mr. Brough spent one 
year there as a member of the firm of 
LaBoyteaux & Brough, brokers, affili- 
ated with the New York home office. 








BALTIMORE AGENTS IN MARINE 


Riggs, Rossmann & Hunter, Inc., Bal- 
timore, have opened a marine depart- 
ment as of January 1 and will represent 
there the Great American. Herbert E. 
Rossmann, son of H, A. Rossmann, has 
been connected with William H. McGee 
& Co., where he gained a valuable train- 
ing in the technical details of marine 
insurance, and will have charge of the 
new department. 


HUDSON QUiTS MARINE FIELD 





President Wennstrom Says’ Results 
Have Been Satisfactory But 
Outlook is Not Promising 





The Hudson Insurance Company, 
which has been represented in the ma- 
rine field by C. Steendal, of the North- 
ern Underwriting Agency, has made 
amicable arrangements to discontinue 
its marine operations, according to an 
announcement made by President J. 
M. Wennstrom. The Hudson has writ- 
ten only a moderate volume of marine 
business, and while its results have 
been satisfactory, the outlook, as 
viewed by the company officials, is not 
sufficiently promising to warrant a con- 
tinuance of active underwriting. The 
Hudson closely follows the American 
Equitable in its decision to quit marine 
insurance. 

Organized late in 1918 by Norwegian 
interests the Hudson is now regarded 
as controlled by the Christiania General, 
of Norway. Its admitted assets on De- 
cember 31, 1920, amounted to $2,535,823; 
its paid up capital totaled $500,000; and 
its net surplus $606,098. During 1920 
the company wrote gross marine pre- 
miums of $614,845, but all except $53,- 
479 were applied to re-insurance. Net 
marine losses equaled $13,075. Several 
bankers of prominence and executive 
officers of large corporations are mem- 
bers of the board of directors. 


PAGE ASSUMES NEW DUTIES 

John Marshall, Jr., vice-president of 
the Fireman's Fund and the Home Fire 
& Marine, personally welcomed Charles 
R. Page on Saturday as manager of the 
Atlantic marine departments of the two 
companies. The celebration assumed 
the significance of a home coming, for 
Mr. Page began his insurance career in 
the San Francisco office of the Fire- 
man’s Fund and for seventeen years 
was a member of the “family” to which 
he has now returned. Mr. Page is one 
of the most popular and cordially re- 
spected marine men in New York, and 
Vice-President Marshall voiced the true 
sentiments of the whole marine district 
when he congratulated the new man- 
ager upon his appointment and wel- 
comed him back. The home office staff 
presented Mr. Page with a bouquet of 
beautiful flowers. 





WHEN A GUEST IS INJURED 


The Wisconsin Supreme Court. re- 
cently handed down a decision in the 
case of O’Shea v, John L. Lavey, hold- 
ing that the owner of an automobile is 
not liable to a guest whom he has in- 
vited to ride with him if the latter is 
injured ‘because of the giving away of 
parts of the machine. 


Norske Lloyd’s Pians 
For Settling Debts 


IF VOLUNTARILY LIQUIDATED 








Company Has Not Cash Funds Neces- 
sary to Maintain Operations and 
Meet Its Obligations 





Plans for the payment of accrued lia- 
bilities of the Norske Lloyd have been 
perfected, according to a dispatch pub- 
lished in “The Review,” whereby one- 
third of the indebtedness will be paid 
June 30, 1923, providing arrangements 
for the voluntary liquidation of the 
company are endorsed; one-third six 
months later and the final installment 
on June 30, 1924. This scheme allows 
the company eighteen months in which 
to assemble its assets and whip its 
affairs into shape suitable to permit 
the paying of legitimate debts without 
serious difficulty. 

In the following report “The Review” 
describes steps taken tn Norway and 
London to facilitate payments to cred- 
itors of sums owed by the Norske 
Lloyd: 

The affairs of the company have un- 
fortunately not been settled by the ar- 
rangement negotiated at the meeting 
in London a few weeks ago, when the 
offer was made, and accepted, to de- 
posit with bankers kroner securities 
equal at par of exchange to the full 
amount of the liabilities to British cred- 
itors, it being left to creditors to de- 
cide whether the securities should be 
realized at the current ruinous depre- 
ciation in the exchange: which is a 
great factor in the present condition of 
the company. The company had ceased 
marine underwriting some time previ- 
ously, and it was hoped that with the 
arrangement suggested to British cred- 
itors it would be able to weather the 
storm in which all marine insurers are 
toan extent involved. But the losses have 
proved to be considerably larger than 
was anticipated, and they require larger 
cash resources than the company has 
immediately at command, a consider- 
able portion of its funds, being tied up 
in deposits and in foreign business. 

We understand that a further meet- 
ing was held in London on Thursday 
of last week (the 8th inst.), when 
a statement from the head office was 
laid before British creditors. The ac- 
counts of the company have been in- 
vestigated by an independent committee 
consisting of Emar Ottale and Mr. Svin, 
the Auditor to the Norwegian Insurance 
Board, who in a preliminary report on 
the 26th October stated that the com- 
pany was then solvent, and that the 
capital was intact, and it was on that 
report that the arrangement already 
referred to was offered and accepted. 
The underlying idea, however, was that 
the company would be continued in 
operation. This, however, it has been 
found is impossible; the company has 
not the liquid funds necessary to meet 
accruing liabilities. The directors are 
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therefore recommending that the com- 
pany shall go into voluntary liquidation, 
and a meeting to consider the proposal 
was to be held at Christiania yesterday 
(Thursday, the 15th). 

The letter submitting this proposal 
was signed by Bredo Morgenstierne as 
Chairman of the Board, and by Jens. 
Knudsen as managing director. 

It has also been announced that it is 
proposed to form a new company, under 
the title Nye Norske Lloyd (New 
Norske Lloyd), with a capital of kr. 
5,000,000 to preserve the valuable busi- 
hess connections of the old company, 
the latter to have an option over the 
hew company for a fixed period. 

The Norske Globus, which was found- 
ed in 1911 and worked in conjunction 
with the Norske Lloyd in international 
business, is also reported to be in- 
volved in difficulties and to be going in- 
to liquidation. It is stated to have lost 
its reserve fund and half its capital. 





MAY NOT CHANGE AUTO RATES 





Some Underwriters Strongly Disposed 
to Continue Present Sched- 
ules in Force 





Both the National Automobile Under- 
writers Conference and the automobile 
department of the National Bureau of 
Casualty and Surety Underwriters are 
busily engaged reviewing the experi- 
ence on 1921 risks with a view to ascer- 
taining whether rates on any or all 
branches of automobile insurance re- 
quire readjustment. The new manual 
customarily is issued during the first 
quarter of a new year, and is et. 
pected to appear about April 1. 

Public opinion and actual experience 
conflict on the question of rates. It is 
generally deemed inexpedient in under- 
writing circles to agitate for increased 
rates as the insuring public views with 
extreme disfavor any business that at- 
tempts in these days to boost prices. 
As a result, it is known that some un- 
derwriters have advised against any 
changes in collision, property damage 
or liability rates, while the recent pro- 
mulgation of new underwriting rules 
and rates for fire and theft insurance 
precludes the probability that any start- 
ling rearrangements will be announced 
with respect to the insurance of these 
classes of risks. 





BARRY’S PLANS NOT ANNOUNCED 


E. T. Barry, who last Saturday left 
the Fireman’s Fund Atlantic marine 
department, has not announced his 
future plans. Mr. Barry is a man of 
known ability and long experience both 
as an underwriter and agent in New 
York and New Orleans. His knowledge 
and services will prove valuable with 
whatever office he may make connec- 
tions. C. R. Osborn remained at the 
Fireman’s Fund headquarters to sur- 
render control to the new manager, 
C. R. Page, on Saturday morning. It 
is reported, he has gone to White Sul- 
phur Springs for a vacation. His 
brother, F. H. Osborn, left for Florida 
more than a month ago. 





NOT WRITING MARINE 

The Peninsular Fire, which has de- 
cided to reduce its capitalization to 
meet the requirements of the Michigan 
Insurance Department and to eliminate 
the impairment of its assets, has not 
for several weeks been writing marine 
risks. The Shippers Underwriting 
Agency handles the marine department 
but upon the request of the company 
has temporarily discontinued the ac- 
ceptance of new lines. 


1+9+2+1 EQUALS THIRTEEN 

“No wonder we couldn’t make money 
this year!” exclaimed one of the fra- 
ternity of self-consoling marine under- 
writers. “We were hoodooed from the 
start with 1921 adding up to such an 
ungodly figure as thirteen. While not 
usually superstitious I feel convinced 
that the tradition about the number 13 
originated in marine insurance circles 
and has this year vent its full force 
upon the self-same business.” 
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Mississippi Writs 
Hit Marine Accounts 


PREMIUMS ORDERED WITHHELD 





Writ of Garnishment Stays Corpora- 
tions in State From Paying Debts 
Owed to Insurers 





Mississippi and her avaricious state 
revenue agent are proving stumbling 
blocks to the much-disturbed progress 
of the marine insurance market. The 
sweeping order of garnishment, affect- 
ing every foreign corporation in Missis- 
sippi having any business relations with 
fire insurance companies against whom 
judgments have been rendered, threat- 
ens to disturb greatly marine policies 
now in force. Under the writ secured 
by state authorities all corporations of 
whatsoever nature operating in Mis- 
sissippi are warned not to pay debts 
owed to defendants in the anti-trust 
suit pending appeal of the judgments 
against these companies. Violation of 
the order constitutes contempt of court, 
punishable by fines. 

Corporations served with writs of gar- 
nishment are cited to appear in Hinds 
County Court to answer to possibte 
indebtedness to the convicted fire in- 
surance companies. 

By far the great majority of Ameri- 
can fire companies maintain marine 
branches which insure, particularly un- 
der open policies, the property of many 
concerns having home offices or branch 
headquarters in a coastal state like 
Mississippi. As a consequence the writ 
of garnishment with its all-inclusive 
application may embarrass and block 
the business relations of a large num- 
ber of corporations with their insurers. 
Incoming and outgoing shipments pas¢- 
ing through Mississippi ports belong to 
a multitude of property-owners and 
an injunction against the payment of 
premiums due on such insurance ac- 
counts is highly disturbing. 

Leading marine underwriters have 
conferred with a view to meeting this 
serious situation. One plan has been 
to transfer open policies to foreign 
companies or other American compan- 
ies not involved in the anti-trust suit. 
Another step by the companies to di- 
minish the throttling effect of the order 
has been to dispose of corporate se- 
curities, purchased as investment as- 
sets, of companies transacting business 
in Mississippi. 

Fire insurance on property in the 
state is usually limited to the particular 
area in which separate risks may be 
located and cancellations are made 
with a minimum of disturbance. Mov- 
ing risks, however, decidedly compli- 
cite the problem because as shipments 
pass the borders of the state the own- 
ers, or their agents, if residents o? 
Mississippi, automatically come within 
the scope of the staying order and the 
reasonable expectations of insurers! for 
prompt settlements of accounts are 
blasted. The whole matter is a nasty, 
confused tangle, clearly illustrative of 
the selfishness of particular individuals 
who will, for their own economic ad- 
vancement, paralyze the channels of 
commerce and normal functioning of 
great businesses. 





AUTO PRICES ARE CUT 

Further complications in the automo- 
bile situation were caused early this 
week by the announcement that four 
manufacturers had cut the prices of 
their cars. Those were the Paige, Nash, 
Haynes and Oldsmobile companies, 
which reduced their ‘prices on the eve 
of the auto show. Keen competition 
during 1922 is expected in automobile 
circles and this will naturally lead to 
lower valuations. Two weeks ago the 
Cadillac, Buick, Hudson and Essex cars 
were reduced in price. The reductions 
mentioned as taking effect this week 
Tun from $30 on the price of the light 
eight-cylinder Oldsmobile roadster to 
$730 on the price of the four-passenger 
roadster put out by the Paige Company. 


Michigan Auto Tells 
Of Car Inspections 


BENEFITS EXCEED EXPENSES 





Learns Value of Car and Care it Re- 
ceives; Claim Department Divorced 
From Production End 





No proposed solution for the reduc- 
tion of automobile losses through the 
control of bad moral hazard risks has 
evoked more praise or hostile criticism 
than the recommendation to conduct 
individual inspections of motor cars for 
the purpose of assessing the true value 
and condition of the property insured 
and the character of the owner. As an 
ideal theory the principle of exhaustive 
inspections has met with universal 
favor; as a practical measure it has 
been condemned as prohibitively expen- 
sive. Individual premiums are not large 
enough, critics contend, to warrant the 
expense of sending an investigator to 
spend several hours checking up the 
potential hazards of every risk, and 
most companies writing automobile in- 
surance seek other channels through 
which to destroy the moral hazard peril. 

However, one company, the Michigan 
Automobile, of Grand. Rapids, has in- 
stalled the inspection system and the 
Chicago manager, Armstrong Crawford, 
describes the progress already made in 
an article published in the extraordi- 
nary insurance review of the “Chicago 
Evening Post.” 

“Many companies have restricted 
their policies,” writes Mr. Armstrong, 
“decreased their rates, and so forth, 


in an effort to show a profit on their 
books. However, this is not the case 
with the Michigan. Instead it looked 
the situation squarely in the face and 
decided the best place to reduce losses 
was at the source. In view of this 
principle it established an inspection 
department, and through this depart- 
ment receives a detailed report as to 
the physical condition of every automo- 
bile insured for fire and theft, 

“At the time this rule was put into 
effect ‘it was somewhat jeered at and 
many people said the inspections could 
never be accomplished, and if they were 
there would be no benefits derived by 
said inspections. There are three val- 
uable things ascertained: 


“1. The company knows absolutely 
the value of the car which it is insur- 
ing and can check the policy to learn 
whether the car is over or under in- 
sured; also it has an opportunity of 
interviewing the owner of the car and 
learning whether or not the car is prop- 
erly taken care of, garaged and so forth. 

“2. It gives the company an oppor- 
tunity of checking the motor and serial 
numbers, making sure that the num- 
bers of the car are the same as those 
in the policy. To some people this may 
seem like a very small item, but, on 
the other hand, it is of great impor- 
tance, because the only means of iden- 


tification of stolen cars is through the 
numbers. Nine times out of ten when 
an agent asks a car owner for the num- 
bers the owner draws from his pocket 
a slip he has received from the secre- 
tary of state. This slip contains license 
number, horse power, motor number, 
serial number and so forth. In view of 
the fact that.we all make mistakes, it 
is a common thing to find a typographi- 
cal error in these records, and while 
the assured thinks he is giving the 
agent the correct data, he unknowingly 
furnishes the wrong numbers. 

“3. Through the inspection we can 
verify the installation of a lock and ob- 
tain a detailed list of the extra equip- 
ment, The Michigan policy fully 
insures the automobile and its extra 
equipment; therefore, it is important 
that the equipment specified in the pol- 
icy correspond with the equipment of 
the car. 

“The Michigan has kept pace with the 
times and installed a modern claim ser- 
vice in every city where there is a 
branch office or a general agency. You 
will also find that the claim service 
departments are managed and conduct- 
ed by a home office representative, the 
entire time of himself and assistants 
being spent in rendering prompt and 
efficient service to Michigan policy- 
holders. In order to increase service 
the Michigan has installed these vari- 
cus claim service departments and 
divorced the same from the producing 
end of the business. By separating the 
claim department, you have a distinct 
unit which functions without interfer- 
ence from the other departments. 
Agents are not permitted to settle 
claims. The system has produced bet- 
ter results for the company, agents and 
assured.” 





CALLS FOR RETURN PREMIUMS 





Assured, Guilty of Fraud, Gets Court to 
Admit Premiums May Be Return- 
able on Voided Policies 





British underwriters are puzzled over 
a declaration recently made by Mr. Jus- 
tice Rowlatt that he was in doubt 
whether or not marine insurance policy- 
holders could recover their premiums 
on policies declared void by the insur- 
ing companies because of attempted 
fraud. The point was raised by certain 
shipowners in a suit to recover a hull 
loss, and in response to the query the 
court said, “I am not sure that the pre- 
mium is not returnable. Speaking 
straight off, I should think it was re- 
turnable, but counsel had better look 
into the question and mention the case 
again if necessary.” 

That this possibility of attempting 
fraud with absolute immunity from 
financial loss exists came as a bomb- 
shell in the camps of British under- 
writers, A definite interpretation of 
the law is eagerly sought so that a guid- 
ing principle away from this impossible 
position may be established. Efforts to 
defraud marine underwriters has de- 
veloped into an internationally popular 
sport, and to ease the ways for these 
miscreants would be intolerable Amer- 
ican underwriters naturally have as- 
sumed that premiums of voided policies 
belong rightfully to them and contrac- 
tual relations with assureds have al- 
ways been consummated on this basic 
principle. 
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WANTED 


Insurance Underwriter expe- 
rienced in Compensation, 
Automobile and Miscellane- 
ous lines for General Agency 
located in large City of West- 
ern New York. An excellent 
opportunity for the right 
man. Address, giving age, 
Underwriting experience, and 
salaries formerly drawn. Box 
647 this office. 




















AUTO SHOW OPENS TOMORROW 





Moderate Price Cuts Expected Which 
Will Necessitate Corresponding 
Reductions in Insurance 





Automobile underwriters have cen- 
tered their atiention for the moment 
upon the automobile exposition which 
opens tomorrow night at the Grand 
Central Palace and will remain open all 
next week. The National Automobile 
Chamber of Commerce is conducting 
the exposition and meetings of that 
organization and of the Automotive 
“ngineers will be held during the 
course of the week. Both associations 
last year protested against the high 
insurance rates in force and offered 
proposals for changes in underwriting 
principles, in lieu of their own entrance 
into insurance on a mutual basis. 

Changes in automobile prices, which 
will certainly be in the nature of re- 
ductions, are expected coincident with 
the grand opening of the automobile 
selling season and the country-wide dis- 
play of new and attractive models, 
Every price cut will temporarily com- 
plicate the automobile insurance situa- 
tion by creating a new set of over- 
insured motor car owners and until in- 
surance in force is reduced by endorse- 
ments or other means the moral hazard 
risk will be bad. A number of the 
Yational Automobile Chamber of Com- 
merce informed The Eastern Under- 
writer that in his ovinion the wave of 
price cutting is subsiding and that 
economic conditions with respect to the 
sale and distribution of automobiles has 
stabilized itself considerably. 





SAYS NEW CLAUSE WON’T SELL 
That the new optional three-fourths 
value clause for automobile, fire and 
theft policies will not prove a profitable 
venture is the view of an underwriter 
who strove consistently for the adop- 
tion by the Eastern Conference of a 
compulsory limited value clause. His 
belief is that the companies in order to 
lend attractiveness to the new proposi- 
tion and to induce assureds to purchase 
a policy which will make them co- 
insurers to the extent of 25% on total 
losses have had to consent to too great 
a reduction in premium. The experi- 
ence of two or three years, the under- 
writer says, will probably convince the 
companies that amounts saved on 
three-fourths valuation policies by the 
elimination of the moral hazard danger 
will fall short of offsetting decrease in 
premium income. Unless the saving in 
premium outlay is large and more than 
the companies can afford, he stated, the 
average automobile owner will press 
the agent for a full coverage policy. 





AMALGAMATION DENIED 

The Overseas Marine, of England, 
contradicts published reports that it 
intends to fuse with other marine 
writing companies. The Overseas says 
definitely that it “has not entered into 
any negotiations with the various com- 
panies referred to, and does not contem- 
plate joining any such combination. 

“We shall be glad, therefore, if you 
will kindly give publicity to a complete 
denial of these statements in so far 
as they affect the Overseas Marine In- 
surance Co., Ltd.” 
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CASUALTY AND SURETY NEWS 








New York Indemnity 
Eventually to Write 
All Casualty Lines 


J. A, KENNY G 3NERAL MANAGER 





E. A. St. John, President, and Several 
Other National Surety Men Offi- 
cers or on Board 


The organization of the New York 
Indemnity Company with EK, A. St. John, 
vice-president of the National Surety, 
as president; William B. Joyce, presi- 
dent of the National Surety, as chair- 
man of the executive committee; 
coupled with the announcement that 
the Kenny Agency, Inc., has resigned 
the general agency of the United States 
Fidelity & Guaranty in this territory in 
order to become general agents of the 
New York Indemnity, with John A. 
Kenny as first vice-president and gen- 
eral manager of the New York In- 
demnity, caused widespread interest on 
William Street. The new company is 
to write burglary, plate glass, check 
alteration and forgery insurance for 
the present, but it is the general opin- 
ion that it will write nearly all lines 
of casualty insurance eventually. 

In addition to Messrs. St. John and 
Joyce, several other National Surety men 
are active in the new organization in- 
cluding Secretary Hubert J. Hewitt, who 
igs secretary; Vice-President Rathbone, 
who is chairman of the board; Vicc- 
President H. J. Lofgren, who is treas- 
urer; and Vice-Presidents W. J. Griffin 
and Howard Abrahams, who are mem 
bers of the board. Among the directors 
are Sumner Bailard, the well known re- 
insurance man, and John C. McCall, 
vice-president of the New York Life. 

It is recalled that John A. Kenny 
was at one time manager of the burg- 
lary department of the National Surety, 
which company he left to go with the 
United States Fidelity & Guaranty. At 
the time it was noted that Mr. Kenny 
went out to build an agency on his 
own efforts. He did not attempt to 
raid National Surety accounts or brok- 
ers. Starting right from the ground 
up he built up one of the most success- 
ful agencies in the city without dam- 
aging the National Surety in any way’. 
This naturally made a most favorable 
impression upon National Surety offi- 
cials, with the result that when the 
New York Indemnity Company was 
organized and got ready for business, 
Mr. Kenny was made general manager. 
and the Kenny Agency, Inc., became 
general agent of the New York Inden.- 
nity. 

E. A. St. John, the president of the 
New York Indemnity, has occupied a 
prominent position in surety insurance 
since the time he went into it and he 
made his entry as president of Joyce 
& Company Agency, Chicago. A Buffalo 
man, Mr. St. John spent a number of 
years in the lithographing and _ pub- 
lishing business, both here and in Chi- 
cago. He first met Mr. Joyce through 
living in the same hotel with him up- 
town and his personality made such an 
impression upon the president of the 
National Surety that the latter often 
said to him he wished he were in the 
surety business. In March, 1908, 
President Crane, of Joyce & Company, 
died. A short time thereafter, Mr. St. 
John was offered the presidency al- 
though he had not had any surety 
experience of any kind. He accepted 
the position to take effect thirty days 
thereafter. The premium income of 
Joyce & Company when Mr. St. John 
became its head was $125,000 a year. 


When, he left it was $600,000. Now it 
is $1,000,000. Mr. St. John came to 
New York in January, 1916. He is not 
only a fine executive, but one of the 
best bond producers in the United 
States. 


Mr. Kenny went with the Ocean after 
leaving school and was with that cor- 
pany until he joimed the forces of the 
National Surety. The Kenny Agency 
was organized only three years ago, 
but has built up an income of about 
$1,000,000 a year. Asked by The East- 
ern Underwriter how this surprising 
feat was accompiished, Mr. Kenny said 
it was difficult to explain. “Wossibly 
it is because we showed the brokers 
that we know our business,” he said, 
“and they found that they can depend 
upon us.” The Kenny Agency is to 
be considerably broadened in _ scope, 
and it would not be surprising if it 
took in a company writing a general 
casualty business. The agency will 
continue to represent the Maryland 
Motor Car Insurance Company for auto- 
mobile, fire and theft. The Kenny 
Agency has leased the second floor of 
the building at the northwest corner 
of Maiden Lane and William street. 


Maxwell H. Mayer, vice-president of 
the Kenny Agency, will be in direct 
charge of the burglary and plate glass 
business of the agency. He was with 
the National Surety Company under 
Mr. Kenny as manager of the burglary 
claim department, later becoming as- 
sistant manager of the burglary depart- 
ment and in direct. charge of-the city 
burglary underwriting. Leo Fitzpatricl., 
who recently resigned as vice-president 
of the Maryland Motor Car Insurance 
Company, to become vice-president of 
the Kenny Agency, will be in charge 
of the automobile department. He is 
a graduate of Fordham and Georgetown 
and was formarly in the insurance 
business in Boston. W. D. McLaughlin 
is secretary. 


A NEW AETNA FOLDER 

The publicity department of the Aetna 
Life Insurance Company has just is- 
sued a little folder on accident insur- 
ance which is quite a departure from 
the usual type of insurance literature. 

“Playing Ticklish,” the name of the 
folder, is taken from the game of teet- 
ering, ticklish or bendoes, as skatinz 
on thin ice is called. In a convincing 
manner the analogy is drawn between 
this boyhood game and the condition 
of the man who has no accident insur- 
ance. 


The striking cover illustration is in 
two colors, black and orange, and is 
by the well known artist, Edward A. 
Wilson of New York. The artist has 
caught the spirit of the appeal and 
given it expression in the rush and 
swing of the skaters speeding reckless- 
ly near the danger zone. The whole 
effect is to create an interest which 
prompts the turning of the page and 
the reading of the convincing ‘message. 





Page a Month About Auto News 

The Maryland Casualty has started 
printing a page a month about automo- 
bile news in its “Budget.” 
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Masonic Protective 
Takes Policies Of 
Equitable Accident 


AN IMPORTANT RE-INSURANCE 


More Than 41,000 Individual Policies 
Written By Masonic Last Year; 
$3,400,000 Premiums 





The Equitable Accident, of Boston, 
has discontinued its agencies and re- 
insured its outstanding policies in the 
Masonic Protective 
Worcester. 

The Equitable since 1919 has been 
engaged in issuing accident and 
health insurance to members of th2 
Masonic fraternity. Its growth was 
rapid, a premium income of more than 
$300,000 in less than three years hav- 
ing been built up. In fact, expansion 
was a little too rapid, as it led to 
reinsurance. 

The Masonic. Protective is every- 
where regarded as, one of the best man- 
aged companies in its field, and in fact 
is the largest company in the United 
States doing an. exclusively accident 
and health business. Only about four 
or five of the multiple line companies, 
with accident and health departments, 
have a larger premium income. 

Organized in 1895 

It was organized in June, 1895, under 
the fraternal beneficiary law of Mas- 
sachusetts for the purpose of furnishing 
accident and sickness benefits to mem- 
bers of the Masonic fraternity only. At 
first its operations were only in its 
home state, but it gradually branched 
out into neighboring territory, adding 
considerably to its list of policyholders. 
In 1909 it reincorporated under the gen- 
eral law as a regular legal reserve com- 
pany. Thereafter, its business  ex- 
panded gradually while by 1917 it had 
built up a premium income of $1,000,- 
000. One of the founders of the asso- 
ciation was Francis A. Harrington, who 
served three terms as mayor of Worces- 
ter and was twice a member of the 
Massachusetts State Senate. At the 
organization meeting in 1895 he was 
elected president, and has served as 
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such throughout the intervening twenty- 
seven years. 

Warly in 1918 Lemuel G. Hodgkins, 
formerly deputy insurance commiussion- 
er of Massachusetts, and after that 
with the National Automobile Under- 
writers Conterence, was elected secre- 
tary; and William C. Johnson, who had 
won high rank in life insurance, was 
elected vice-president, in charge of its 
underwriting and agency departments. 
New policies and methods were intro- 
duced with the result that the growth 
of the company was very rapid, al- 
though on a careful and sound basis. 
In 1918 the preinium income was $1,- 
100,000; in 1921, over $3,400,000. More 
than 41,000 individual applications were 
produced by agents in 1921. 


NEW POST FOR R. F. PROCTOR 


Made Executive Assistant of Maryland 
Casualty; H. B. Sprague Head of 
Contract Department 


Ralph F. Proctor, who has been for 
the past year superintendent of the 
contract section, bonding department, 
of the Maryland Casualty, has been 
appointed executive assistant. Mr. 
roctor has been assigned the impor- 
tant work of the development of the 
fidelity and surety business, also as- 
S:isting the underwriters and co-operat- 
ing with them in committee meeting on 
special matters pertaining to their sec- 
tions. 

Mr. Proctor is a graduate engineer 
of Cornell University. During the war 
he was made Lieutenant-Colonel and 
had charge of the construction of Camp 
Meade, Maryland, and the Curtis Bay 
Ordnance Depot, Maryland. Mr, Proc- 
tor also acted as Chief Engineer in 
charge of the completion of the new 
Maryland Casualty buildings. 

Harry B: Sprague has been appointed 
superintendent of the contract section. 
He will assume thé duties of his office 
the first of the year. Mr. Sprague 
formerly held this position for seven 
years with the Maryland, but left a 
year ago to go with the New York 
office of the Fidelity & Deposit Com- 
pany. Before coming to the Maryland 
Casualty the first time, Mr. Sprague 
was in charge of the contract depart- 
ment of the Bankers Surety Company. 


Busy Holiday Week-end 

The New Year holiday week-end was 
a busy one in the insurance world. 
Although the majority of the companies 
and offices on the Street were closed 
in so far as over-the-counter business 
was concerned, the clerical forces and 
the administrative workers generally 
were kept busy. Monday was a holi- 
day in name only in many an Oflice, 
for the end of the year is one hustling 
period in the insurance business. A 
number of the offices, particularly the 
fire companies, went on a_nine-hour 
schedule last week and will continue 
the overtime work until the reports on 
the year’s business are completed about 
the middle of this month. 
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Recommends Increased 
Disability Payments 


MAXIMUM $150, 





MINIMUM $75 





Fifth Annual Report of U. S. States 
Employes’ Compensation Commis- 
sion; Disbursements $2,393,347 





During the fiscal year ending June 
30, 1921, there was a gradual falling 
off in the number of injuries reported, 
amounting to 23.4 per cent, and in 
claims filed there was a falling off of 
31.4 per cent, states the fifth annual 
report of the United States Employes’ 
Compensation Commission. The num- 
ber of death claims for which awards 
had been made on July 1, 1920, was 
878, while the number of the July pay 
roll in 1921 was 1,179. 

Under the Retirement Act of May 22, 
1920, section 5, any injured Govern- 
ment employe, if in the classified civil 
service and having a record of at least 
15 years of such service, and totally 
disabled, is given a right of election 
to choose to receive either the benefits 
of the Retirement Act or the benefits 
of the Compensation Act, whichever he 
may consider more advantageous in his 
particular case. A few of the older 


employes have preferred the benefits of 
the Retirement Act to those of the 
compensation law. Usually, however, 
in case of serious permanent disability, 
employes have preferred the benefits 
of the Compensation Act, because of 
the slightly higher rate of money com- 
pensation and the fact that it provides 
for medical and hospital treatment in 
case of need, which the Retirement Act 
does not do. 
Recommendations 

Among the recommendations which 
the commission submitted for consider- 
ation of Congress for the improvement 


and clarification of the Act are the 
following: 
1. That the monthly compensation 


for total disability shall not be mors 
than $100 nor less than $50 unless the 
employve’s monthly pay is less than $59, 
in which case his monthly compensation 
shall be the full amount of his pay. The 
monthly compensation for partial dis- 
ability shall not be more than $100 
The amount of compensation fixed by 
the present Federal Compensation Act 
is a maximum of $66.67 a month and 
a minimum of $33.33 a month, with the 
proviso that if the monthly pay is less 
than $33.33 the monthly compensation 
shall be the full amount of the monthly 
pay. The commission considers that 
the present maximum and minimum are 
inadequate, ani that there should be 
no deviation from the principle of al- 
lowing two-thirds of an _ employe’s 
monthly pay, but that the bases upon 
which such monthly pay is to be com- 
puted should be changed from the pres- 
ent maximum of $100 and minimum of 
$50 to a maximum of $150 and a mini- 
mum of $75 per month. 

2. That in computing the monthly 
Day 30 days per month for each month 
in the year shall be used as the basis 
of such computation. When amended 
the act should retain the provision of 
the present act, that subsistence and 
the value of quarters furnished an em- 
Ploye shall be included as part of the 
pay, but overtime shall not be taken 
into account. 

3. That if the disahilitv is partial the 
United States shall pav to the disabled 
emplove during such disability a 
monthly compensation equal to such 
Dercentage of the comnensation payable 
in case of total disability as the dif- 
ference between his monthly nay at the 
time of injury and his monthly earning 
capacity after the beginning of such 
Partial disability bears to his monthiy 
Day. 

4, That when death results from an 
injury the United States shall pay to 


the personal representative of the de- 
ceased or to the undertaker or to any 
person who has already paid such ex- 
penses, burial expenses not to exceed 
$150, in the discretion of the commis- 
sion. 

Third-Party Liability 

Under the provisions of sections 26 
and 27 of the compensation act, when- 
ever an injury is sustained or death is 
caused under circumstances creating a 
liability on some person other than the 
United States to pay damages therefor, 
it is provided that the commission may 
require a beneficiary to either assign 
his right of action to the United States 
or prosecute the action in his own name. 
When a settlement is made or a judg- 
ment collected under these provisions 
of the act, the amount of money ex- 
pended by the commission for com- 
pensation, including expenditures on 
account of medical and hospital treat- 
ment, is deducted and any surplus is 
paid to the beneficiary and is credited 
against future payments of compensa- 
tion by the commission on account of 
the same injury. 

In regard to the duration of disability 
and the amount of awards a table was 
presented which showed that in 15,663 
cases of temporary disability the ave- 
rage duration was 25 days, and that 
in 9,424 of these cases which were com- 
pensated the average duration was 36 
days, resulting in an average award of 
compensation of $64.74. The corre- 
sponding compensated cost for the 
period September 7, 1916, to December 
31, 1918, was $40.06, and for the calen- 
dar year 1919 was $53.23. This in- 
crease in the average compensation 
was to be expected and is probably 
the result of two causes: First, the 
cumulative effect of an increased num- 
ber of long-continuing disabilities; and 
second, the effect of increased rates 
of wages among the employes at the 
time the accidents occurred, thus re- 
sulting in a larger proportion of the 
cases at the maximum rate of compen- 
sation. 

A study of the distribution of acci- 
dents according to duration of disabil- 
ity and extent of permanent disability 
shows that the more serious caces have 
been gradually increasing. And the 
annual tabulation of closed cases indi- 
cates that an increase in the number 
of injuries of over twenty-eight davs’ 
duration with the increasing age of the 
law. The number of such cases for 
1920 was 21.32 per cent. 

Causes of Injuries 

The number of mechanical injuries 
under the Federal act, which is about 
13 per cent of all injuries, is com- 
paratively small for the reason that 
there is a large number of clerical po- 
sitions as compared with the industrial 
activities under other compensation 
acts. 

Of the 475 fatal accidents, 31, or 6.5 
per cent, were from mechanical causes 
About 1.4 per cent of all mechanical 
accidents were fatal. Out of 535 ner- 
manent partial disabilities, 216, or 403 
per cent, resulted from mechanical 
agencies; or, in other words, the 13 
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per cent of all injuries caused 40.5 
per cent of all permanent partial dis- 
abilities. Out of the 2,179 cases, 609, 
or 28 per cent, of all mechanical acci- 
dents were due to “Hoisting and con- 
veying apparatus,” and out of the 31 
deaths from mechanical causes, 21 of 
them were due to “Hoisting and con- 
veying apparatus.” 

It is of interest to note that in non- 
mechanical accidents the greater num- 
ber, as usual, came from “Handling of 
objects,” 4,260, 19 of which were fatal, 
4 permanent totals, 89 permanent par- 
tials, and 4,148 were temporary total 
disabilities. The next group of im- 
portance was ‘Fall of persons,” 3,097, 
of which 33 were deaths, 7 permanent 
totals, 54 permanent partials, and 3,003 
temporary total disabilities. 

When we come to consider the fact 
that approximately 13 per cent of all 
injuries under the Federal act are due 
to mechanical causes, and only a sma'! 
percentage would be due to lack of 
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safeguarding of the machinery, itt 
would mean that there would probably 
be a larger field for standards of safety 
outside of safeguarding machinery. 
This is not intended, however, to mini- 
mize the necessity of safeguarding ma- 
chines, because where accidents occur 
caution should be used whether there 
is one accident or one thousand. The 
purpose of this statement is to set 
forth the fact that safety standards 
other than mechanical are very essen- 
tial for the general welfare of work- 
men. 





F. & D. HAS BIG YEAR 





Mgr. Griffin of Bonding Dept. in New 
York Well Satisfied With 
Results 





The Fidelity & Deposit Company has 
experienced a very satisfactory year 
in spite of the lull in the building and 
construction bonding field and it will 
report more business for 1921 than it 
did for 1920. Manager John Griffin, of 
the bonding department in New York, 
is highly pleased with the progress of 
his department and states that the com- 
pany has had a very good year all over 
the country. 

In New York City the Fidelity & De- 
posit has greatly increased its service 
facilities. In addition to the New York 
branch office at 120 Broadway, the com- 
pany has two other offices in the city. 
It has a well equipped brokers office 
at 1 Liberty street which is situaied 
on the ground floor in one of the best 
locations in the insurance district. Its 
uptown office is on the second floor 
of the National City Company’s building 
at the corner of Madison avenue and 
42d street. 





Most Attractive Cover 
The Continental Casualty’s paper, 
“The Record,” wins first prize for hav- 
ing the most attractive frontispiece of 
any of the company papers for the holi- 
day season. 
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ADVERSE 


Business Responsible for By-Products; 
Mass Action to Offset Lessening of 
Personal Responsibility 

Insurance is an instrument with a 
primary effect, wholly good, of relieving 
uncertainty and preventing the effects 
of misfortune, and with a secondary ef- 
fect, wholly bad, so far as it goes, of 
decreasing individual responsibility and 
opening the door to possible fraud, said 
Albert W. Whitney, associate general 
manager of the National Bureau of Cas- 


ualty and Surety Underwriters, in his 
paper which he read before a joint meet- 
ing of the American Statistical Associa- 
tion and the American Economic Asso- 
ciation at Pittsburgh late last week. 
Mr. Whitney devoted his remarks large- 
ly to a discussion of the accident pre- 
vention side of workmen’s compensa- 
tion. Extracts from his unusually in- 
teresting paper follow: 

“Insurance has reached a stage in its 
development which is comparable to 
that point in the development of indus- 
try at which attention is directed to 
the utilization of by-products and to the 
importance of secondary effects. In- 
surance has secondary effects which 
have been given little conscious con- 
sideration up to the present time, but 
which should now have attention. The 
primary object of insurance is to pro- 
vide indemnity to offset the evil conse- 
quences of ioss and the effect upon the 
assured is relief from uncertainty. The 
primary result of relieving the assured 
of uncertainty is an ease of mind which 
forms the foundation for satisfactory 
personal and business relations. Neither 
business nor the life of the individual 
can be free to reach its greatest devel- 
opment when its foundations are in- 
secure. 

“Along with this primary effect which 
is wholly good goes, however, a_ secon- 
dary effect, which, while relatively less 
important, is, so far as it goes, wholly 
bad; I refer to the lessening of per- 
sona) responsibility which accompanies 
this easement of the mind. 

“It is evidently the duty of the insur- 
ance conipany and the public for the 
protection of both to see that this ad- 
verse secondary effect is reduced to 
the lowest possible terms; the first 
moves in this direction are first an in- 
sistence upon an insurable interest as 
a condition for recovery, and second, 
the avoidance of over-insurance. When, 
however, these two obviously proper 
conditions are met we come back to the 
effect of that general lessening of per- 
sonal responsibility that insurance 
brings with it. 

“We have distinctly come to an era 
in the world, and in this country in par- 
ticular, when the by-product and the 
secondary effect must be taken into 
account. The margin of, profit today 
lies wholly in that field. This is the 
age of the multiple cylinder engine, of 
conservation, and of’ the efficiency ex- 
pert, The first rush when only the pri- 
mary product and the primary effect 
were of importance has passed and an 
era has come in which the field must 
be more carefully gleaned. 

“In the field of insurance then the 
.case stands as follows: insurance is 
an instrument with a primary effect, 
wholly good, of relieving uncertainty 
and preventing the effects of misfortune 
and with a secondary effect, wholly bad 
so far as it goes, of decreasing indi- 
vidual responsibility and opening the 
door to possible fraud. What, under 
the urge of this increased modern sensi- 
bility to secondary effects should be our. 
reaction to this adverse quality in in- 
surance? ; 


EFFECTS 


The Public Weal 


~ublic welfare demands that the 
opcration of insurance shall not de- 


crease the sum-total of individual re- 
sponsibility. This is only asking insur- 
ance to clean up whatever bad. condi- 
tions it has itself produced. It has pro- 
duced a marvelous new order in which 
the complexities of modern life and 
business can be carried on in compara- 
tive security, but in doing so it has 
shaken the foundations of personal re- 
sponsibility and opened the door to 
abuse. The public, even granting that 
what is good in insurance far out- 
weighs what is bad, may nevertheless 
properly say to the insurance com- 
panies that their duty does not end 
when they have developed to the great- 
est possible extent the positive, helpful 
effects of insurance, but that they must 
also do all in their power to minimize 
its evil effects. ; 

“The implications of this public ad- 
monition to look after its secondary 
effects are significant. The way in 
which insurance solves the primary 
problem of relieving uncertainty is by 
mass-action, by grouping a large num- 
ber of risks together and thus securing 
the working of the law of averages. 
The secondary problem must be solved 
in the same way, that is by mass- 
action. It is timpossible to replace 
individual responsibility on the basis of 
immediate self-interest; that is gone; 
the best that the insurance company 
can do is to substitute something else 
for personal responsibility, and since 
it has already associated many risks 
together for the sake of securing an 
average it may very naturally take ad- 
vantage’ of that fact to institute pre- 
ventive actions of a collective nature 
whose sum-total will be at least the 
equivalent of the sum-total of the per- 
sonal responsibility that has been lost. 

“There are various activities of a 
collective nature, their character de- 
pending upon the particular type of 
insurance, that can be carried on by 
the insurance carrier to prevent loss. 

“Such activities as this are already 
in operation. Such actions are a logi- 
cal and necessary corollary to the con- 
cept of insurance; the institution of 
insurance is not a complete social in- 
strument; it is not merely not adequate 
for work that needs to be done but not 
complete in the sense of fulfilling its 
own intrinsic nature, until it makes use 
of mass-action not merely in averting 
the evil effects of misfortune but in pre- 
venting the misfortune itself. I be- 
lieve the public may rightly insist for 
its own protection that the insurance 
carriers take this larger view of their 
responsibilities, 


Substitute Mass-Action 

“Insurance may thus become not 
merely one of the great fiduciary and 
distributive agencies of the country but 
one of the great conservators. Inter- 
mediate between the direct self-interest 
and personal responsibility of the indi- 
vidual and the action of the state for 
the benefit of its citizens will come this 
organized effort of the insurance com- 
panies, substituting mass-action for the 
individual efforts of its policy-holders 
but yet more immediately controlled 
and inspired by self-interest than in the 
case of state-action. With greater flexi- 
bility than state action and with greater 
power than individual action, with the 
theoretical effectiveness of socialism 
but without its dangers and practical 
inefficiency, the conservational activi- 
ties of insurance may turn out to be as 
important an instrument in the organi- 
zation of our life as its present dis- 
tributive activities. 

“The preventive activities of insur- 
ance are not only good theory but good 
business. The saving to be had is far 
greater than the expense involved. It 
is on this basis that the already very 
considerable developments in this field 
have been carried on. If the rates for 
insurance become too high an adverse 
selection takes place; there will be a 
tendency for the careful not to insure 
and the average character of the in- 
sured risk will deteriorate. This will 
immediately show itself in a bad ex- 
perience and this will drive the rates 
still higher and so on in a vicious circle. 
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There is no way of breaking this circle 
from the inside except in a limited field 
where a compensatory selection is pos- 
sible; that is, general insurance in its 
purely fiduciary and distributive capac- 
ity is helpless. The circle must be 
broken from the outside, that is by 
bringing the preventive forces of in- 
surance to bear upon the problem. In- 
surance for its own best interests and 
for the continuance of its existence 
must adopt preventive measures. 

“It is not enough to consider work- 
men’s compensation merely as compen- 
sation; workmen’s compensation must 
bring about prevention or it is a failure. 
In the last analysis the fundamental 
question is what workmen’s compensa- 
tion has done to decrease industrial 
accidents. 

Sound Business Policy 


“What I have had to say with regard 
to the place of prevention in insurance 
applies to a very considerable degree to 
workmen’s compensation, even though 
there be no insurance system under- 
lying it. For the shifting of the finan- 
cial responsibility for accidents from 
the employee to the employer has the 
essential characteristics of insurance. 
It measurably relieves the workman of 
uncertainty and of the evil effects of 
accidents. It places this responsibility 
upon the employer, and the very fact 
that he has a number of employees pro- 
vides to a degree for the working of 
the law of averages and makes it feasi- 
ble for him to institute action of a pre- 
ventive nature which will be collective 
so far as his employees are concerned. 

“The very fact, for instance, that the 
law now places the responsibility for 
accidents upon the employer may to a 
certain limited extent develop a care- 
lessness among the employees as well 
as a tendency to malinger. The com- 
pensation law looked at as an assurance 
of indemnity by the employer to the 
employee may well as a_ corollary 
therefore carry with it a compulsion 
to be exerted by the state upon em- 
ployers to institute preventive action in 
their plants. As a matter of fact exact- 
ly this has been done in a number of 
states. The minute that the obligation 
of the employer is fixed to pay com- 
pensation that minute he also becomes 
obligated, if not under the law then by 
equity, to prevent the accidents so far 
as he is able that the law requires him 
to compensate. 

“The situation is not fundamentally 
changed when there is insurance. To 
the extent to which the employer 
through insurance is relieved of respon- 
sibility to that extent the insurance 
company is obligated on the grounds 
of public equity to prevent so far as 
possible the accidents that it insures 
against. 

“The whole development of the rat- 
ing feature of workmen’s compensation 
insurance has given an enormous im- 
petus to the prevention of accidents as 
a sound business policy, The nub of 
this lies first in the development of 
rates that so far as is humanly possible 
will exactly fit the hazard of each indi- 
vidual risk and second by correlating 
those rates with the conditions and 
experience in the plants first in as great 
detail as possible, and second with the 
greatest possible clarity. When this has 
been done it means that the employe 
will be shown exactly where and how 
his accidents occur, exactly what effect 
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certain accident-producing causes have 
upon his rate and exactly how much he 
can reduce his rate by removing these 
malign conditions. Such rating as this 
acts as an incessant economic stimulus 
upon the employer to improve his 
plant.” 





E. E. Maple’s Record 


An increase of more than 30% during 
the last twelve months is shown in 
earned premium collections by E. E. 
Maple, of Minnesota, Federal Casualty 
representative for the past fifteen years. 
Mr. Maple is not what is regarded as 
a large personal producer and his sub- 
agents are comparatively small produc- 
ers, yet his books show that his earned 
premium collections for October, 1921, 
totalled $1,267, as against $950 in Octo- 
ber 1920. : 

Mr. Maple attributes his success dur- 
ing the period of depression to frank- 
ness, the choice of a better class of 
business risks where employment 15 
steady the year round, and a definite 
agreement with each of his assureds 
as to the date on which he will make 
his collection for the following month. 
He has very few lapses on either old 
or new business. The Federal counts 
him as one of their main props, as he 
has been connected with the company 
since its infancy, 
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METROPOLITAN LIFE’S ACCIDENT AND HEALTH STAFF 





Metropolitan Life’s Health and Acci- 
dent Organization 
The accompanying cut shows the new 
accident and health organization of the 
Metropolitan Life Insurance Company. 
The new department has gone over 
most satisfactorily and a large amount 
of business is already being written, 
The identification of the cut follows: 
Left to right (seated): Lawrence K. 
Farrell, underwriter; Stewart M. La- 
Mont, assistant secretary; James E. 
Kavanagh, third vice-president; Wal- 
ter F. Marriner, supervisor; Thomas F. 
Hickey, superintendent of claims. 
(Standing): Charles G. Marriner, 
issue section head; Cyrus B. Smith, 
renewal section head; Walter R. Tyler, 
chief clerk. 
* @¢ s 
Surety Companies’ Big Bond 
The $10,000,000 contract for the recon- 
ditioning of the Leviathan brings a ripe 
plum to the various surety companies 
which are to combine in underwriting 
a bond for $1,500,000 on this work. It 
will give a premium of about $25,000. 
The rate at which it is written is one- 
fourth of one per cent, an unusually 
low rate. But the shipbuilding con- 
tract bonding experience of the various 
companies has been so satisfactory that 
this rate is warranted. 
ok * a 
Goes to Drug Club 
After holding its annual banquets for 
years at the Arkwright Club in Broad- 
way, the Life Underwriters Association 
of New York will switch on the night 
of January 10 to the Drug & Chemical 
Club, with the new superintendent of 
insurance as speaker. 
* + 


Insurance Men Honored 

Among the new directors added to 
the board of the Metropolitan Trust 
Company are President William P. 
Joyce, of the National Surety, an1 
President Charles G. Smith of the 
Great American. The new president 
of the Metropolitan Trust Company, 
Samuel McRoberts, is also a director 
of the National Surety. Van Lear 
Black, president of the Fidelity Trust 
Company of Maryland, one of the new 
directors, is also a director of the 
Fidelity & Deposit Company. 


Roosevelt Convalescing 

Franklin D. Roosevelt, vice-president 
of the Fidelity & Deposit Company and 
manager of the New York office of the 
Fidelity & Deposit, is making favorable 
progress along the road of recovery and 
may be at his office early in the spring. 
It will be recalled that Mr. Roosevelt 
caught cold while in bathing at his 
summer home in New Foundland last 
summer. Complications set in and he 
had to be removed to New York for 
special treatment. 

* * * 


American Surety’s Record 

William M. Tomlins, Jr., vice-presi- 
dent of the American Surety Company, 
thinks that the company will report a 
total of business for 1921 that will equal 
the highly-satisfactory volume of 1920. 
Among the divisions where the com- 
pany experienced a favorable business 
was the burglary field, the loss ratio 
being better than conditions seemed to 
warrant. 

* * * 
To Address Claim Men 

Speakers of note in both state and 
national insurance circles will address 
the anrual meeting of the New York 
Claim Association at the Yale Club on 
January 11. Dinner will be served to 
members and guests numbering ap- 
proximately four hundred. Election of 
officers for 1922 will be held during 
the business session. 

The association includes more than 
fifty stock and mutual insurance com- 
panies and many firms which carry 
their own insurance. T. Carlyle Jones, 
Aetna Life, is the president; C. A. 
Timewell, Standard Accident, treasurer, 
and Amos A. Chapman, Interboro Mu- 
tual, secretary. 


bed * ~ 


Travelers Figures 

The Travelers paid accident and 
health premiums for 1921 were more 
than $9.800,000; its paid compensation 
and liability premiums were’ over 
$32,300,000. The Travelers premium 
income was over $8,000,000. The total 
premium income for both Travelers 
companies was nearly $100,000,000. 
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AIRCRAFT CHAMBER ORGANIZES 





Aviation Insurance Companies Inter- 
ested in Aeronautical Chamber 
of Commerce 

The National Aircraft Underwriters 
Association is one of the charter mem- 
bers of the Aeronautical Chamber of 
Commerce of America, which has just 
been organized by the aircraft indus- 
try. The one hundred charter members 
represent the designing, constructing, 
operating, insuring and kindred 
branches of the business. Such pioneers 
of aviation as Glenn H. Curtiss, Grover 
C. Loening, Lawrence Sperry, Orville 
Wrights and Charles M. Vought are in- 
cluded in the membership. 

The Aeronautical Chamber of Com- 
merce of America is incorporated under 
the laws of the State of New York, and 
among its aims and purposes are: “To 
foster, advance, promulgate and pro- 
mote trade and commerce throughout 
the United States, its territories, pos- 
sessions and in foreign countries, in the 
interests of those persons, firms or cor- 
porations engaged in the business of 
manufacturing, buying, selling and deal- 
ing in aircraft, aircraft motors and air- 





craft parts and accessories of every 
kind and nature. 

“To procure uniformity and certainty 
in the customs and usages of trade and 
commerce among its members and 
those persons, firms or corporations 
having a common trade, business or 
professional interest in all matters per- 
taining to aeronautics.” 

Hartford A. & |. Figures 

The Hartford Accident & Indemnity 
Company, which has recently. moved 
into its new home on Asylum avenue, 
Hartford, shows total premiums of 
about $11,215,297. This is a gain of 
11.73%. The company gives out the 
following figures for the year: 

Accident and Health premiums, $473,- 
386.32, gain 11.82 per cent.; automobile, 
$3,897,395, gain 13.53 per cent.; liability, 
$888,178.38, gain 12.56 per cent.; fidelity 
and surety, $1,565,098.05, gain 12.35 per 
cent.; glass, $511,287.25, gain 11.78 per 
cent; burglary, $697,126.56, gain 13.30 
per cent. 

Compensation premiums were $3,173,- 
121.27, loss 10.11 per cent. Although 
the livestock business is now written by 
the Hartford Livestock Company, a sub- 
gidiary of the Hartford, livestock pre- 
miums were $9,704.87, 
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(An open letter to Insurance Agents) 





Gentlemen: - 
Haven't you noticed a new state of mind on the part of 
the public--one that is pound to cause a change in business 
| conditions? | 
D 
| The year 1922 should pe comparatively free from violent 
piuctuations, simply pecause the public mind will no longer : 
stand for it- Americans are "ged up” on excitement. They : 
have had war, inflation, deflation and hard times in rapid suc@ " 
cession. They have swung from extravagance to amemployment. n 
| Their nerves have been overstrained + : 
| the comtry wants no more of either booms oF panics. 4 
Tt has been satiated with socialism, bolshevism and other - 
| quack remedies warranted to relieve mankind of the necess~ to 
ity of work. Many members of labor mions have served th 
| notice on their leaders that they propose +o worke Every~ 
pody intends to get down to hard work and solid values and - 
| then to puild slowly. carefully and steadily for the next Ci 
generation. when people are in this frame of mind they oe 
set the highest value on insurance « Wi 
ex 
Do not doubt that America is now facing 2 period of - 
the soundest business health it has known in many years. - 
Insurance agents should prepare themselves to take ad- ins 
vantage of 2 wmiversal opportunity - ¥ 
95 
yours fraternally- cS 
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